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PROSPERITY HAS BEEN defined as the condition in 
which people buy freely and pay promptly. That 
probably comes as near being satisfac- 

Uphold The tory as anything—especially the phrase 
Fifth Loan. covering payment. “Slow pay” is one of 
the bugbears of business. It is a sort of 

danger that cannot be got “off your chest” by paying 
an insurance premium, hence it causes more grief 
than fires or burglars. Not the mere fact of slowness, 
but the worse element of uncertainty, is what makes 
the delinquent debtor so great a handicap—especially 
to the retailer. The Government knows all these 
things, and the Government is making a great effort 
to be as blameless in this regard as the habits and red 
tape of popular government on a big scale will permit. 
But it takes money to pay bills and the Government 


has to make, take, or borrow money the same as we 
individuals. 
The Fifth Liberty Loan which will be offered to 


American patriots and investors, sometime this Spring, 
is the Government's way of raising money to pay War 
bills. When the armistice was signed it was a sign 
that peace was on the way, that the fighting had 
stopped, that things would soon be brought back to 
the normal course. The armistice was not a sign that 
all the war bills had been paid. About 3,000,000 
Americans went overseas to fight for our cause. It 
took eighteen months and all the ships in the world 
to take them over. It will take as long or longer to 
bring them back and they must be fed and clothed 
until they are back in their own homes and holding 
down their jobs again. Then, again, the Government 
has made contracts which it must carry out equitably 
to save the business community from unjust losses. 
linally the Government has borrowed billions from 
the banks on short time certificates, secured by future 
taxes and pledged on future bond sales. The Fifth 
Liberty Loan must be liberally taken by the people 
for two reasons: 

“Finish the Job,” pay the 
Second, the people must 
~-arn- 


First the people must 
bills and wind up the war. 
keep up the good habit of investing their surplus 
ings and savings in Government securities which are 
really “secure.” The amount of the Fifth 
is not determined, nothing is settled as to the rate of 
3ut we know that it will 


[Loan issue 


interest or the maturity. 
carry a higher rate than can be obtained anywhere 
else for so low a risk element. Everyone who has any 
sense of financial “what's what” 
will put his money in Government bonds rather than in 


and “who’s who” 


the less secure and more dubious issues of ‘Get-rich- 
quick” concerns. 

Now that we have won glory for America by win- 
ning the war, let’s make up our minds to keep Amer- 
ica glorious by becoming a nation of Government Bond 
Investors—like the French. That is the patriotism of 
Hardware men and all other business 
very business 


times of peace. 
men should bear in mind this fact: 
needs reserve funds of various kinds—cash reserves 
to enable them to “take all the discounts”’ when stock- 
ing up the shelves; reserves for unforeseen hardships, 
fires, robberies, fluctuations in inventories, etc. 
certain 
Having 


A very good plan is to set aside a per- 
centage of every week’s profits for reserves. 
such reserve funds, make it a rule to invest the money 
in Liberty Bonds. To hold Government bonds im- 
proves the merchant's credit and enables him to offer 
the gilt-edge collateral that any banker will gladly 
This is the time to begin laying aside money 
Fifth Liberty Loan. Let’s make the Fifth 
Hummer. Let's show the Europeans that 
right on the job until everything is 
Fifth Loan will be your best invest 
The success of the 


lend on. 
for the 
Loan a 
Americans are 
cleaned up. The 
ment Opportunity for a long time. 








lifth Liberty Loan means prompt payments and 
prosperity. 
THE INTERESTS Of merchants, bankers, railway own- 


ers, manufacturers, and the entire list of people who 
compose the trading and employing class 
is in maintaining well-balanced, efficient 
industry, with all wage earners employed 
at good wages and farmers receiving fair 
these busi- 


All Have 
Interests 
in Common. 


prices for their products. In other words, 


ness men, who are often the subject of attack, are 


interested in the largest possible flow of products 


through the channels of trade. They are interesicd 


in having the purchasing power of the 
with the 


masses con- 
increasing 


stantly increase to correspond 
im- 


production and flow of goods, as processes are 
proved and new capital is accumulated in industry. 
It is true that individual employers will want to get 
labor as cheaply as possible and may be so selfish as 
to wish to evade their own obligations, but the inter- 
ests of employers as a class are in having a prosperous 
community in which to sell their goods. The employ- 
ers who fail to see this are blind to their own interests. 
There are such, of course. Unfortunately there is so 
much ignorance of mutual interests in all classes that 
none is entitled to indulge in unrestrained indignation 


at others on this account. The real social problem is 
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how to bring about a general comprehension of the 
interests which all have in common. 

When such comprehension is attained it will be seen 
that the entire community is interested in developing 
the capabilities of all its members to make them 
efficient wealth-producers. The war experiences have 
taught how dependent the nation is upon the intelli- 
gence, the industry, skill and fidelity of all its citizens. 
It is the high average efficiency which makes a great 
people, and it should be the constant care and purpose 
of the community to bring up to the standard those 
who are below it. 








MERCHANDISING IS not merely an occupation into 
which a man happens to drift. Rightly understood, 
it is a profession requiring knowledge, 
Merchant or skill, and accuracy of judgment. There 
Storekeeper. is a profound difference between a mer- 
chant and a storekeeper. The former is 
a student of men and commodities. The latter is a 
huckster. He has no vision beyond the day’s sales. 
The general interests of the trade mean nothing to 
him. He never opens a book dealing with salesman- 
ship. No trade journal numbers him among its sub- 
scribers. He holds no membership in any retailers’ 
association. 

The merchant, on the other hand, takes an active 
part in the organization of his fellow business men. 
He knows that the exchange of ideas, plans, and 
methods which goes on through the medium of such 
a body is a great help to him in the operation of his 
store. He reads the trade journal devoted to his 
particular branch of merchandising. By means of its 
articles, both general and technical, he acquires valu- 
able and practical information. The trade journal 
keeps him in touch with the latest developments in his 
line. From its columns he learns about new goods, 
improved systems of accounting and cost-finding, ad- 
vertising, window displays, salesmanship, store-light- 
ing, collection of delinquent accounts, and scores of 
other things which help him increase his service, mul- 
tiply his profits, and gain the good will of his cus- 
tomers. 








PROBABLY THE Most difficult problem in salesman- 
ship as well as the commonest is to know when to give 
immediate attention to a customer and 


mate when to allow the customer enough time 
ypes F to look over the goods. Some persons 
Customers. 


come into the store with a very definite 
idea of what they want to buy. Their minds are 
made up as to the style, finish, and quality of the 
desired article. They dislike waiting to have their 
order taken. If such persons happen to be of a phleg- 
matic temperament, it is not easy to discern visible 
signs of impatience. Indications of their wish for 
instant service are not legible in their faces. Others, 
and by far the greater number, show evidences of 
restlessness in such circumstances. Some of them 
stand for a few minutes in nervous expectation. If 
no clerk is disengaged and hastens to them, they walk 
out and go elsewhere in search of the desired com- 
modity. 

On the other hand, many customers prefer to ex- 
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amine the goods at their leisure and to stroll about the 
premises with more or less vague notions of what 
they want apart from some particular thing for which 
they entered the place. Of these, not a few resent 
being hurried to a decision. The successful retail 
salesman is the one who studies carefully these differ- 
ing types of buyers. He watches hands, eyes, and 
general expression for the little changes of emotion 
which tell the state of mind. Gradually he becomes 
expert in reading faces and movements, so that eventu- 
ally he is able to gage the right moment for approach- 
ing the customer and offering his assistance in consum- 
mating the purchase. 








THE RETAILER’S PLANS for the betterment of his 
business during the present year are incomplete if they 
do not include participation in the work 


uestions ie ; ; 
Q . of the association which covers his trade. 
Which Are ,- “aiigerte: 
: If he is not yet a member of such an 
Pertinent. 


organization, he should not delay in be- 
coming one. On the other hand, if he already belongs 
to a retailers’ association, he should ask himself to 
what extent he is a member. Is his affiliation purely 
a matter of paying dues? Does he attend its meetings 
and conventions? To what degree has he tried out in 
his own store the suggestions received in the inter- 
change of ideas at such gatherings? Is he content to 
play the role of wallflower at the sessions and allow 
a few men to do all the talking, make all the motions, 
and shape the policy of the organization? 

These and similar questions are pertinent to the 
conditions which prevail among scores of hardware 
merchants. Upon their answer depends the progress 
of the individual dealer and the growth of the organi- 
zation. The familiar laisser faire attitude—which is 
graphically translated into the slang phrase of “Let 
George Do It’”—is responsible for the backwardness 
which is so notable a characteristic of many hardware 
retailers. The only way to keep out of the rut and 
march briskly with the procession of prosperity is to 
make use of every improvement in merchandising 
which has stood the test of experience under average 
conditions. The two most valuable agencies for the 
diffusion of knowledge about such improvements are 
the trade journal and the retailers’ association. Both 
should enter, therefore, into any plans which are 
formed for better business during this year. 








THE OLD READING books at school contained many 
useful lessons. That they did not shape our policy in 
later life is due largely to the fact that 
few teachers ever called attention to 
them in the right way. Simply they were 
material for reading aloud and affording 
the pedagogue an opportunity to correct our faults of 
pronunciation. Most of us remember the poem “Ex- 
celsior,” in which the boy carries the banner with that 
motto higher and higher up the mountain. Compara- 
tively few of us were aware of the meaning of the 
Latin word for “higher”—excelsior. Indeed, many of 
us kept getting it mixed up with the stuff used for 
packing crockery and other fragile articles. 

Let us go back and take hold of the old lessons in 
the clearer light of the new conditions. The hard- 


Motto of 
Excelsior. 
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ware dealer in search of a formula of success will find 
it in the single word, Excelsior. He cannot stand still 
in the management of his business today. He must 
either slide downward toward incompetence and bank- 
ruptcy or climb upward toward efficiency and afflu- 
ence. The best motto for the man of ambition is 
Excelsior—higher in ideals, higher in the quality of 
his general stock, higher in service rendered to his 
customers, higher in the study of trade conditions, 
higher in careful and intelligent advertising, and 
higher in the good will of his patrons. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


In Lord Dunsany’s tale of The Beggars the most 
cheerful spirit prevails. The strange mendicants in 
their gaily colored coats see pleasant prospects in the 
cloomiest things of London town. Although the grass 
was frozen, “they prophesied daffodils.” There is a 
profound lesson for us in this allegory of Lord Dun- 
sany. Growth and joy, green blades and perfume of 
flowers, children’s laughter and blithesome faces of 
iriends are always present with us or in immediate 
prospect. Wherefore, there is continuous cause for 
sunny temper and a kindly attitude toward our fellows. 

x ok x 

It is well to be fairly certain of the meaning of which 
one’s words are susceptible before saying them, de- 
clares my friend Valentine A. Fath of the Wrought 
Iron Range Company, St. Louis, Missouri. In this 
connection he relates the following incident : 

An artist who has been stopping at the Alexandria 
took his easel and other paraphernalia and went down 
into Santa Monica canyon and began to paint a sunset, 
all red and blue and green. 

Who should stumble onto the scene but Bill Hart in 
his well known gunman rig, just off “location.” 

“Ah,” said the artist, mistaking Bill for an ordinary 
cowboy, “perhaps to you, too, nature has opened her 
sky pictures page by page. Have you seen the lambent 
flame of dawn leaping across the vivid east; the red 
stained sulphurous islets floating in the lake of fire in 
the west; the ragged clouds at midnight, black as 
raven’s wings, blotting out the shuddering moon?” 

“No,” said Bill solemnly, “not since the town 
voted dry.” 

k * K 

Candor as a form of honesty is good policy. It pays 
to tell the truth. My friend Samuel H. Jacobs of Fan- 
ner Manufacturing Company, Cleveland, Ohio, gives 
me a humorous example of its value in this tale: 

Senhor Costa, the Portuguese prime minister, in ex- 
cusing himself from making a speech on the ground 
that he was no orator, told an amusing anecdote at a 
luncheon party given in his honor during his recent 
visit to London. It appears that when he first put 
up for the Portuguese national council, he prefaced his 
opening address to the electors by alluding frankly to 
his lack of oratorical gifts. After he had finished a 
man pushed forward, grasped his hand warmly, and 
said : 

“Senhor, I’ve been a lifelong opponent of yours, 
but at the coming election I shall vote for you.” 
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“Thank you,” replied Costa, much gratified. “May 
I ask the particular reason for your change of views?” 

“Because you are the first speaker on either side 
that I have heard tell the truth,” was the reply. “You 
said when you began that you couldn’t make much of 
a speech, and by heavens, senhor, you can’t!” 

O. W. Kothe returned home the other day from 
the Pusey-Jones shipyard, Camden, New Jersey. His 
job there was to oversee the laying out in the boiler 


department and to check up on the work. When he 

















got back to St. Louis, the famous Kothe twins, Harold 
Bender and Robert Bender, had grown almost beyond 
his recognition. They welcomed him in what he de- 
clares to be a marvelously extensive vocabulary for 
young men of their years. The sturdy chaps are shown 
in the accompanying photograph. Their appearance 
suggests vigor, aggressiveness and intelligence. 
* * ok 

Lack of confidence in one’s own power of achieve- 
ment is responsible for much of the failures in life. 
The fact is that we all possess the ability to succeed. 
What is needed is the will to succeed, backed by hard 
work, This thought is expressed in the following 
verses: 

The Man Who Wins. 


The man who wins is an average man, 
Not built on any particular plan, 

Not blest with an peculiar luck; 

Just steady and earnest and full of pluck. 


When asked a question he does not “guess”— 
He knows and answers “no” or “yes” 

When set to a task the rest can’t do, 

He buckles down till he puts it through. 


So he works and waits; till one fine day 
There’s a better job with bigger pay, 

And the men who shirked whenever they could 
Are bossed by the man whose work made good. 


For the man who wins is the man who works, 
Who neither labor nor trouble shirks, 

Who uses his hands, his head, his eyes; 

The man who wins is the man who tries. 
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UP TO THE MINUTE 
NEWS SIF TINGS 








GOVERNMENT .PREPARES TO QUICKEN 
PUBLIC AND PRIVATE BUILDING. 


A new division has been created in the Department 
of Labor for the purpose of interesting the nation in 
public works and private construction. Secretary 
Wilson announces that the new service will gather and 
distribute information that will enable private initiative 
to make the transition from a war to a peace basis 
without serious interruption, due to lack of data on 
which business judgment must depend. 

A survey of business conditions will be made with 
a view to learning how labor and capital may be profit- 
ably employed during the critical period when factories 
are being made over for peace production and markets 
are being canvassed for future outputs. The new 
organization is called the Division of Public Works 
and Construction Development, and occupies the 
building at 16 Jackson Place. 

The particular objective of the bureau's research 
will be to secure data for the use of the construction 
industry, but the material to be collected will be so 
varied that the information will be of value to industry 
generally. The facts made available will be of help to 
any community or investor in determining .whether it 
is advisable to undertake public or private building at 
present. When circumstances unfavorable to con- 
struction are discovered an attempt may be made to 
correct them, but there will be no stimulation of 
economically unsound enterprise. The findings of the 
bureau will be given the widest publicity. 

The pivotal nature of the building industry is eco- 
nomic reconstruction and the general purpose of the 
work of this division is expressed in Secretary Wil- 
son's statement: 

suilding construction will help to provide employ- 
ment for returning soldiers and for workmen dis- 
missed from war industries. One of the largest sources 
of prospective employment is the building trade and 
its allied factory industries. 

“In the case of private construction, a resumption 
of activity will also lessen the congestion of population, 
improve conditions affecting the public health and con- 
vert inactive property into active property—which 
supplies the means that enable communities to support 
the functions of governments. 

“During the war the nation practically concentrated 
all its efforts on the production of goods for immediate 
consumption—war materials, food, clothes. The fail- 
ure to produce the normal quota of goods for future 
consumption has made these scarce and highpriced, 
and as they are essential to further production they 
affect the cost of production and, consequently, the cost 
of living. Chief among such goods are building and 
other real estate improvements, including public works, 


as roads, bridges, etc. The scarcity of buildings, for 
example, creates high rents.” 

The inquiry will be under the direction of business 
men of wide practical experience who are serving 
without pay. The actual investigation will be con- 
ducted by a group of economists and special agents 
supplied by the Department of Labor and other Gov- 
ernment departments or lent by universities. The field 
will include the cost and supply of building materials, 
the amount of labor available and its cost, the values 
of land, prevailing rents, the supply of capital, the 
amount of construction held up by the war and the 
demand for building in all parts of the country. 

Under the supervision of the economics section, five 
other sections will prepare information for publication 
by the means of the press, public speakers, posters and 
the medium of organized labor. 


OBTAINS PATENT FOR A HOT WATER 
ATTACHMENT FOR GAS STOVES. 





August Blomquist, Chicago, Illinois, has been 
granted United States patent rights, under number 
1,285,001, for a hot water attachment for gas stoves 
described herewith: 

A device of the 
class _ described “ 
comprising a burn- 
er consisting of an 








outer annular Gs 

burner chamber Mee \\ 1) 
having burner <a x © 
openings in the vt as | 





top thereof ar- 
ranged in two an- oe) 
nular rings, and an 
inner central circu- 
lar burner chamber 
having burner 
openings in the top thereof arranged in the form of a 
ring; an annular water chamber formed on the top 
of said burner surrounding the same; a second an- 
nular water chamber formed on the top of said outer 
annular burner chamber between the rings of burner 
openings therein; an inner annular water chamber 
located above and between said outer annular burner 
chamber and said inner central burner chamber; con- 
nections between said water chambers at one side; a 
connection between the inner and the intermediate 
water chambers at the opposite side; an outlet connec- 
tion with said intermediate chamber at said opposite 
side; and an inlet connection with said outer annular 
water chamber at said opposite side, substantially as 
described. 














1,285,001 a 
a] 


——____ +. ge — 


A truthful enemy is better than a a friend. 
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PEORIA STOVE FIRM ENLARGES ITS 
STAFF OF TRAVELING SALESMEN. 





Having completed arrangements for the expansion 
of its trade territory into northern Wisconsin, Michi- 
gan, Minnesota, North and South Dakota, and as far 
northwest as Winnipeg, Canada, the Cutler and Proc- 
tor Stove Company of Peoria, Illinois, has found it 
necessary to enlarge its staff of traveling salesmen. 
Hence, Garrett De F. Kinney, president of the Com- 
pany, announces the addition of three prominent sales- 
men from the Detroit Stove Works who will be as- 
signed to territory in the north and northwest. 

Louis E. Swane, who was with the Detroit Stove 
Works for 16 years, will be in charge of the territory 
in northern Wisconsin and upper Michigan which he 
has covered for many years. 

Walter M. Bittel who spent 12 years in the service 
of the Detroit concern will be the traveling sales repre- 
sentative of the Cutler and Proctor Stove Company in 
the northwest part of the new territory extending as 
far as Winnipeg, Canada. 

Frank H. Foster, who for 15 years represented the 
Detroit Stove Works in Peoria and other Illinois 
towns, has been appointed manager of the warm air 
heater department of the Cutler and Proctor Company. 

G. L. Schellenger of Clarksville, Iowa, will represent 
the Company in northwestern Iowa and Nebraska. 

The new salesmen took part in the week’s confer- 
ence of the Company’s traveling men which was held 
in Peoria, Illinois, from January I to January 7, 1919, 
and which terminated with a banquet at the Jefferson 
hotel in that city. Those in attendance were: Clifford 
Ireland, John Finley, W. E. Stone, H. M. Powell, W. 
W. Bittel of Minneapolis, Minnesota; F. J. C. Seward, 
W. G. Sluder, A. B. Weers, L. i Nachman, J. F. Kel- 
ley, R. B. Tamplin, A R. Robinson, E. N. King, P. J. 
Dries, M. L. Smith, Bloomington, Illinois; T. F. 
O’Rourke, Chicago, Illinois; E. C. Johnson, Mexico, 
Missouri; J. W. Dill, St. Louis, Missouri; A. P. 
Lundgren, Des Moines, Iowa; A. Chirico, Water- 


loo, lowa; C. L. Schellenger, Clarksville, lowa; C. R. 
Livengood, Hillsboro, Indiana; L. B. Miller, Argos, 
Indiana; Louis E. Swane, Neenah, Wisconsin; F. H. 


Foster. 





HEATING APPARATUS IS PATENTED. 


Under number 1,284,433, United States patent 
rights have been granted to Henry W. O’Dowd, Jer- 
sey City, New Jersey, assignor to William M. Crane 
Company of Jersey City, New Jersey, for a heating 
apparatus described herewith: 

A stove structure including a cas- 











1,284,433. 
° y 2 ° ing ; an oven therein; a heat gener- 
eS A @ ating chamber at the upper portion 
Ps of said oven; a source of heat 
0 6 owe therein; a cooking surface above 
3 the source of heat; a second oven 


above and in spaced relation to the cooking surface ; 
an outlet for heat currents from the heat generating 
chamber ; a hollow bottom in said elevated oven; said 
oven being also provided with openings; a heat con- 
veyer connecting said heat generating chamber and 
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the hollow bottom ; a heat generating chamber for the 
upper compartment; a source of heat therein; means 
for mingling the heat currents from both compart- 
ments at the point where they enter the oven, the oven 
being provided with openings communicating with 
said space; and means for directing heat currents 
through the oven and out at the top thereof. 





INDICATES WAYS TO SELL STOVES. 

Out of an abundance of practical experience, the 
following ways to sell stoves and ranges are indicated 
by The Born Ranger, clever house organ of the Born 
Steel Range Company, Cleveland, Ohio: 

In selling stoves and ranges, appeal occasionally by 
window displays and store cards to the following few 
classes of prospects. They will serve as examples to 
suggest others: 

Your local construction company or contractors, 
who equip dwellings with cook stoves or ranges. 

The man who may want to economize fuel by shut- 
ing off his furnace and installing heaters in living 
rooms. 

Doctors or dentists whose offices are frequently 
difficult to heat without auxiliary stoves. 

The “fresh-air” or “safety-first” advocate who pre- 
fers stoves to oil or gas-heaters. 

The man with a new car who wants to use it all 
winter. A heated garage saves tires and keeps the car 
always ready. 

Stoves and ranges enjoy an almost universal de- 
mand, and the sales and profits are large enough to 
warrant the dealer in using constructive sales methods. 

Simply taking orders for stoves and ranges is not 
salesmanship. The real salesman endeavors to create 
a desire for the things he has to sell, and to dispose 
of what might otherwise prove slow sellers. 





OBTAINS PATENT FOR A BURNER. 


lee S. Chadwick, East Cleveland, Ohio, assignor to 
The Cleveland Metal Products Company, Cleveland, 
Ohio, has been granted United States patent rights, 
under number 1,285,936, for a burner described in the 
following : 

In a burner of the char- 
acter set forth, the combi- 
nation of an inner and an 
outer perforated comming- 

















“1, 285 29973 ik ling tube between the low- 

“ TON. er ends of which a wick is 
7 . adapted to be projected, the 

“Rt ite’ ™ inner commingling tube 
7 * air having a horizontal row of 


perforations spaced a com- 
senitale short distance above its lower edge, and a 
diaphragm extending across the lower end of said tube 
and having its body portion perforated while its edge 
portion is imperforate and is turned upward along 
and spaced from the wall of the tube and is_ then 
turned outward into contact with said wall above said 


row of perforations. 
- “*e- 


Buy Fifth Liberty Loan Bonds and help finish the 
job it took 10,000,000 lives to start. 
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SEES NO UNEMPLOYMENT CRISIS. 


According to statement by Assistant Secretary of 
Labor, Louis IF. Post, the Department of Labor does 
not look forward to any unemployment crisis. There 
is no reason why either business men or wage earners 
should be apprehensive with regard to commercial 
stagnation. The war has on the whole increased the 
purchasing power of the masses and has created new 
markets. America must assist in the rebuilding of 
Europe, and avenues for foreign trade hitherto closed 
to us are now open. Raw materials which were de- 
nied to private and non-essential industry during the 
war are now accessible to the manufacturers of Amer- 
ica through their release by the War Industries Board. 
Credits which were similarly denied to private con- 
cerns because they were needed for Government use 
have also been released by the Capital Issues Commit- 
tee. There is no reason for anyone to be alarmed over 
the future. 

We must remember, however, that we have large 
numbers of men under arms who must be transferred 
to industry as rapidly as possible and that this number 
is many times larger than that which we have been ac- 
customed to absorbing. Industries can not be re- 
sumed over night. Consequently there will be for 
some months to come the necessity for providing some 
form of employment for our demobilized soldiers and 
war workers, pending the resumption of normal ac- 
tivities. There are two ways in which this can be 
done. One is through the continuance of the manu- 
facture of munitions and other supplies designed pri- 
marily for war purposes which are now unnecessary 
by reason of the signing of the armistice. 

The Department is opposed to this course. It is 
simply a waste of intelligence, energy, and material. 
It is foolish to create work solely for the purpose of 
giving employment to someone. The alternative to 
this wasteful practice is to stimulate work which is 
valuable for peace time purposes. Many municipal- 
ities throughout the country, and many states as well, 
have during the war either abandoned or suspended 
considerable amounts of public improvements. The 
Federal Government itself has practically abandoned 
its building program for the past two years. This ac- 
cumulation of work should be undertaken at once as a 
means of providing buffer employment to carry us be- 
yond the transition period and take up such unemploy- 
ment slack as may result not so much from the inabil- 
ity of the industries to eventually absorb demobilized 
soldiers and war workers as to the rapidity with which 
they will be required to absorb them. 


o> 





PRICE MARKS FOSTER BUSINESS. 


In every part of your store where goods are visible 
to the customer, a price tag should mark each article. 
Put price cards on the things you display in your win- 
dow, on your counters, in your show cases. The cus- 
tomer who comes into your store to inquire about a 
price-marked article he has seen in your window is 
half sold. Only the quality, construction and features 
of the article remain for your explanation. Price- 
marks establish confidence in your goods and sales 
policy. 


SHELVES ARE DEPLETED. 


MERCHANTS’ 





We believe that merchants’ shelves all over the 
world are barer than they ever were before, on account 
of the trade restrictions and the paucity of transporta- 
tion in war-time, says an official publication of the 
National City Bank of New York. There is probably 
a greater instant demand for goods, because the whole 
world has been busier than at any time in its history, 
and scores of millions are now able to buy what they 
want, and being able to buy have developed a higher 
standard of taste and demand. 

Although, over the whole world, shrewd merchants 
may go slow in “stocking up” to any great extent 
because of the prospect of a steady decline in prices, 
the “hand to mouth” buying of the world must never- 
theless become an enormous total, offering a splendid 
market for all the manufacturing nations whose busi- 
ness interests are alive to the opportunity. 

In this kind of purely merchandising export, it will 
be necessary only to extend the prevailing terms of 
commercial credit. Suppose that the exporting of 
such goods should require commercial credits for a 
commerce of $6,000,000,000 a year. Could we man- 
age it? This practical and pertinent question has been 
raised by business men. The fact in reply is that there 
is no doubt that the banks of the United States could 
easily manage it. 


ina 


IS USEFUL IN HOUSE AND GARAGE. 





The particular advantage of the Black Silk Metal 
Polish made by the Black Silk Stove Polish Works of 
Sterling, Illinois, is that it will not “scratch.” The 
manufacturers state that it contains 
no acids, is dustless and no chalk is 
used in the manufacture. The polish 
does not settle and get hard at the 
bottom of the cans. It is especially 
@ good for use on nickel, brass, copper, 
tinware, silver, zinc, railings, harness 
@ trimmings. Automobile owners will 
find it especially adapted to clean- 
ing the various parts of the car that 
need polishing as it saves labor and 
‘time. As it is not injurious to the 

most delicate surfaces, housewives 

will be especially delighted with it 

and dealers would do well to write 

Sterling, iilinois. to the Black Silk Stove Polish 

Works, Sterling, Illinois, requesting catalog and price 

lists of the Black Silk Metal Polish and the many 
other products manufactured by this Company. 





Black Silk Metal 
Polish, Made 
by Black Silk 
Stove Polish 





REGISTERS A TRADE-MARK. 


Under number 106,386, United States registration 
has been granted to Hemp and Company, St. Louis, 
Missouri, for the trademark shown in the accompany- 

106.386 ing illustration. The Com- 

HEM P& Co. pany claims use since 1863, 

and the claim was filed Sep- 

tember 22, 1917. The particular description of goods 

is: Stovepipe elbows and wood, coal, gas, oil and 
vapor stoves. 
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THE WEEK'S HARDWARE 
RECORD — 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 40 to 45 inclusive. 





HARDWARE CLUB OF CHICAGO DECIDES 
TO MOVE TO BIGGER QUARTERS. 





“Are you going to move the cook, too?” 

This query was put to A. Vere Martin, president 
of the Hardware Club of Chicago, by a prominent 
hardware manufacturer. 

The question was occasioned by the news that the 
Hardware Club of Chicago had just completed ar- 
rangements for the acquisition of bigger quarters. 

The solicitude of the hardware manufacturer re- 
garding the perpetuation of the present cuisine of the 
Club indicates one of many things which have caused 
so great an increase of membership and patronage as 
to necessitate more space for the activities of the 
Hardware Club of Chicago and its guests. 

Here and there, a dignified member of the old 
school, rigidly adhering to the formalities of the Vic- 
torian period, may express displeasure at the apparent 
flippancy which gives prominence to good cooking and 
tasty viands as factors in the growth of so important 
an organization. 

Needless to say, the big hardware manufacturer who 
voiced the query about the cook, thinks otherwise. He 
knows that physical comfort and the soothing influ- 
ence of wholesome food temptingly prepared are posi- 
tive aids to business. After a good dinner, when the 
cigars are drawing evenly and diffusing a fragrance 
grateful to the devotees of My Lady Nicotine, less 
argument is required to close a business deal. 


The Hardware Club of Chicago has developed a 
reputation for homecooking and home comforts. With 
increasing frequency, executives in the hardware in- 
dustry of the Chicago territory have been making use 
of the facilities of the Club for meetings of their sales 
force with the helpful accompaniment of a good din- 
ner. One of the drawbacks to the present rooms of 
the organization is that they are not adequate to the 
growing requirements of such gatherings and do not 
provide the full privacy which they sometimes need or 
prefer. 

Other considerations, too, prompt the change to a 
more commodious location. Of late, the Club has been 
widening the scope of its membership to include all 
manufacturers, jobbers and retailers connected with the 
hardware industry. Logically, the legitimate sphere of 
its influence and service embraces everyone who is en- 
gaged in the manufacture and distribution of com- 
modities which are sold in hardware stores. The 
recognition of this fact has resulted in a continuous 
accession of new members until the rooms in the 


Cunard Building, Randolph and Dearborn Streets, 
Chicago, Illinois, are no longer adequate to the pur- 
poses of the Club. 

Consequently, a deal has been consummated by 
which the Club has leased the south wing of the 11th 
floor of the State and Lake Building, which is now in 
course of construction. The new quarters—which will 
be occupied toward the end of April—afford ample 
accommodations, spacious billiard rooms, private 
dining rooms for special meetings and dinners, and a 
luxurious lounging salon overlooking State Street as 
far south as Jackson Boulevard. 

The new headquarters are conveniently situated, two 
blocks west of the famous Michigan Boulevard, and 
close to the State Street station of the Loop, through 
which every train of Chicago’s elevated system passes. 

With the advantages of ample space, congenial mem- 
bership, comfortable furnishings, unrivaled cuisine, 
and attractive billiard rooms, the Hardware Club of 
Chicago is destined to become the absolute center for 
the meeting of all who are in any way associated with 
the hardware industry. Under the enlightened, cour- 
teous, warm-blooded and progressive policy of its 
present administration, it is certain to become the 
foremost organization of its kind in America. 


-™ 


HARDWARE FIRM SENDS OUT VICTORY 
GREETING TO THE TRADE. 








The sort of optimism which is our strongest bulwark 
against commercial depression is expressed in the fol- 
lowing “Victory Greeting” which the Richards-Wilcox 
Manufacturing Company of Aurora, Illinois, is send- 
ing out to the trade: 

“November 11th marked in America the greatest 
celebration that was ever known—in commemoration 
of the crowning victory of all history. 

“She laid aside every other consideration for a day, 
and gave herself over unreservedly to whole-souled 
rejoicing, inspired to profound emotion by the realiza- 
tion that the whole world was acting under the same 
impulse. 

“Peace was assured—prosperity at hand, relief from 
bloodshed, anxiety, separation and restriction. 

“Soon families and friends might be united. 
wheatless bread, sugarless coffee, meatless meals and 
heatless homes might be forgotten. Soon swords 
should be beaten into plow shares and business restored 


Soon 


to a normal working basis. 

“Soon the manufacturer might obtain materials 
necessary for the fabrication of his products, the mer- 
chandiser in due course secure those products, and in 
turn present them for the requirements of the con- 
sumer. 

“In men, in materials, in money, in hardship due to 
necessary restrictions caused by shortage of fuel, ma- 
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terials, labor and service—the hardware business has 
contributed its full complement. 

“Service has been sorely hampered by the necessities 
of war all along the line—Uncle Sam has particularly 
required the things needed by the hardware and build- 
ing trades. Efficient service and prompt deliveries, 
under pressure of war could not be maintained, and we 
realize that some of our patrons suffered trouble- 
some delays. 

Victory is ours. Our 
The portals 


“The great war is over. 
united efforts have achieved their end. 
of an era of unprecedented prosperity lie before us. 
The Government has thrown open for us the door of 
this haven by the removal of restrictions of all kinds. 
Let us enter with confidence and energy—let us prose- 
cute the aims of peace as vigorously as we did the 
aims of war—that the victory of peace may be as sub- 
lime as the victory of war.” 

ieecciiaiaee 


PROMOTES NEATNESS AND CLEANLINESS. 


Kitchen utensils that will not chip off and crack will 
appeal to any housewife that takes pride in the ap- 
pearance of her pantry. An array of pots and pans, 
all in good condition after having been used for some 
time is not often seen but the culinary articles made 
by Lalance and Grosjean Manufacturing Company, 
New York City and Chicago, claim this advantage. 
In the accompanying illustration is shown the seam- 





Seamless Seif-Basting Roaster, Made by Lalance and Grosjean 
Manufacturing Company, New York City and Chicago. 


less, self-basting roaster made by this Company. It 
is made of their famous agate nickel-steel ware which 
is durable, yet light and easily handled. It is double 
coated with hard vitreous covering which presents a 
smooth, polished and nicely mottled gray surface 
which is as easily cleaned as china. The Company 
states that it will not rust, break, or solve and is pure 
and safe to use, being certified by eminent chemists. 
The enamel is so hard that the fusing point is not 
reached until the nickel-steel of which the articles are 
tormed is about ready to melt. It is thus combined 
with the pure vitreous composition and forms a clinch 
which it is said no subsequent heating can destroy and 
has great power to resist the action of acids. [or 
further particulars, dealers should address the Lalance 
and Grosjean Manufacturing Company, New York 
City, and 1900 South Clark Street, Chicago. 
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OPENS CAMPAIGN FOR IMPORTATION OF 
SWEDISH STRAIGHT RAZORS. 

An active campaign has been inaugurated for the 
sale in this country, Canada and South America of the 
Isngstrom straight razor, manufactured at Eskilstuna, 
Sweden, since 1874, according to the American Cutler. 

Swedish razors have been imported right along 
during the period of the war, though in limited quan- 
tities, owing to the transportation situation, and now 
that ocean business will be improving right along from 
this time forward the concern is planning for active 
shipments. 

The manufacturing end of the concern in Sweden 
has been reorganized and capital largely increased in 
order to permit of greater expansion. The product 
itself is made from Swedish steel and particular em- 
phasis is laid upon the fact that the concern is en- 
tirely a Swedish proposition, employing Swedish capi- 
tal and labor, in order to avoid any misapprehension 
with respect to point of production. The New York 
branch of the concern has been operating since Febru- 
ary of last year. 

eachokeaictnlallitind 


CASH DISCOUNT MEANS MORE PROFIT. 





The hardware dealer should so arrange his finances 
as to permit him to take advantage of all cash dis- 
counts. This is a premium or inducement offered by 
the jobber or manufacturer for prompt settlements 
and usually is a higher rate per cent than the current 
bank rate of interest. 

Taking advantage of all cash discounts not only 
enables one to increase his profits, but it is one of the 
greatest elements in establishing a good credit, which, 
together with good character, are the greatest assets 
any business man can possess. 

There are many instances where, through calamity 
or misfortune, men have been forced into bankruptcy, 
who later have been able to again establish themselves 
in business and make a success, solely because of the 
fact they possessed character and credit. 

The man who is entitled to, and usually does secure 
the most liberal line of credit, is he who is prompt in 
his settlements. 

One who discounts his bills is careful to husband his 
resources, make every dollar of his capital work to 
the greatest possible capacity and is not apt to make 
the mistake and fall into financial embarrassment by 
trying to do more business than his cash resources 
warrant. 

It will surprise some dealers to learn that the loss 
resulting from not taking the cash discount is much 
greater than is generally supposed. For example, % 
per cent off for cash in 10 days is equal to 9 per cent a 
year; I per cent is equal to 18 per cent a year; and 2 
per cent is equal to 36 per cent a year. 
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WHO MAKES FOOT RAILS FOR STEAM 
RADIATORS? 


To AMERICAN ARTISAN AND HARDWARE RECORD: 
Please advise us who makes foot rails to be attached 

to steam radiators. SUBSCRIBER. 

Danville, Illinois, January 6, 1919. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








PRIZE-WINNING HUNTING SCENE MAKES 
ATTRACTIVE WINDOW DISPLAY. 

Hunting and camping out are diversions which stir 
the imagination. Few men there are with red blood 
in their arteries who do not feel a quickening of the 
pulse at the thought of the woods and hills, of the 
pungent smoke of a campfire and the savory allure- 
ments of wild game cooking in the open air. The 
fascination of the hunt is deeply entangled in the 





It requires no elaborate artificialities of 
There 


mentary. 
logic to prepare the mind for its acceptance. 
is instant response to its call. Instinct leaps into ac- 
tion and marshals into marching array all the mem- 
ories of days in the woods. Desire flames into being. 
lf the man is able to arrange his affairs to go away 
for a will into the 
store for supplies of loaded shells, camping accesso- 


few days’ hunting, he come 
ries, a new shotgun, perhaps, and other things needed 


for the trip. The window display has done the pre- 








Window Display of Hunting Goods Awarded Third Prize in AMERICAN ARTISAN AND HARDWARE RECORD Window Dis- 


piay Competition. 


fiber of us. In the cradle days of the race, our fore- 
bears were nomads. There was little or no agriculture. 
Wherefore, they depended for food upon the spoils 
of the chase. They developed cunning in stalking 
dangerous game and skill in devising pitfalls and 
traps for capturing the wild things of the woods. 
Gradually they began to take a certain delight in the 
hazards of the hunt and in the proficiency of eye and 
brain and hand which they acquired. The grim neces- 
sity actuated the primitive hunters 
lessened as civilization and the arts of husbandry 


which slowly 
wrought changes in the methods of obtaining food, 
shelter, and raiment. But the hunting instinct  re- 
mained. It is still strong in their descendants, al- 
though, in most cases, dormant for lack of suggestion 
or opportunity. 

A hunting scene window display, therefore, is cer- 
tain ‘to produce definite results in its influence upon 
the passer-by. Its appeal is straightforward and ele- 


Arranged by Anton F. Krcema for the J. J. Stange! Hardware Company, Manitowoc, Wisconsin. 


liminary work of persuading him to prepare for the 
hunt. It remains for the clerk to outfit him judi- 
ciously. 

Another advantage of such a window display is that 
it helps fix the store in the mind of prospective cus- 
If a man is unable to follow the suggestion 
nevertheless, have 


tomers. 
of the hunting scene, he 
pleasant memories aroused by the display and he will 


will, 


associate the store with such agreeable impressions. 
Psychologists tell us that association of ideas is the 
strongest force in maintaining memory. Therefore, 
the indirect effect of this hunting scene is well worth 
considering. It is so cleverly conceived that it was 
awarded Third Prize in AMERICAN ARTISAN AND 
HARDWARE Window Display Competition. 
It was arranged by Anton F. Krema for the J. J. 
Stangel Hardware Company, Manitowoc, Wisconsin. 


RECORD 


He describes it as follows: 
“The floor is covered with earth also with green 
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moss with stones sticking out which makes a real 
woods effect. 

“One stump is used also a log with a few pieces of 
chopped wood ready to put under the camp kettle. 
The background is a scene of a cornfield together 
with a few trees and branches to represent a woods. 
The tent is an auto tent. Next to it is a shell box 
filled with food for the hunters. The different parts 
of the window are used to support guns and other 
hunting goods. One hunter, a wax figure, is at the 
camp while the other companion is just coming in with 
a hand full of mallard ducks.” 


2 
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DECLARES PRICES WILL NOT DECLINE. 








It is evidence of sound judgment and an understand- 
ing of present tendencies that two nationally known 
hardware manufacturing firms, namely, E. C. Atkins 
and Company, Incorporated, Indianapolis, Indiana, 
and Iver Johnson’s Arm and Cycle Works, Fitchburg, 
Massachusetts, are of the same mind with other lead- 
ers in the industry. The estimate of price movements 
during the coming months, which was published on 
pages 20, 21, and 22 of last week’s issue of 
AMERICAN ARTISAN AND HARDWARE RECORD, was 
made by representative business men. It is supple- 
mented this week by letters from E. C. Atkins and 
Company, Incorporated, Indianapolis, Indiana, and 
Iver Johnson’s Arm and Cycle Works, Fitchburg, 
Massachusetts, which are published below. As a fitting 
introduction to these reports of the trade outlook, it is 
well to cite the opinion of the National City Bank of 
New York, which is to the effect that world conditions 
indicate that wages and prices are going to stay up 
for a time at least. This. will do much to simplify the 
reconstruction process in all countries. 

Business is favored by stable conditions, and with 
the whole world subject to the same general influence. 
changes are likely to be gradual rather than abrupt. 
The general state of credit expansion over the world 
will sustain, and naturally cause, a higher level of 
prices than prevailed before the war, and there will 
not be the same pressure to lower wages and prices in 
this country that there would be if the level was falling 
in other countries. 

“It does not follow, of course, that wages and 
prices at the higher level will yield any better net 
results to producers and wage earners than at the old 
level, or that the new level will be permanent,” says 
the National City Bank circular. “If all wages and 
prices in this country could be brought back at one 
stroke to the old level, it would doubtless be advantage- 
ous to have it done, but it is impossible, and if accom- 
plished there is no probability that they could be held 
there with the present stock of gold in the country and 
the existing state of inflation abroad. 

“Conditions will not be very favorable to efficient 
industry on the continent of Europe for a long time. 
In Russia, under the rule of the Bolsheviki, business 
experience and managerial talent have been discarded. 
Just how seriously Germany is infested with these 
ideas remains to be seen. The signs indicate that they 
are prevalent and will affect Germany industry for 
some time.” 


Business Looks Good in Every Way for 1919. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

Yours of the 27th ult. received. In reference to 
conditions and the outlook for the next six months 
we would say that conditions ought to be better than 
they have been during the preceding couple years. The 
manufacturers, no doubt, if they are like us, are almost 
free from stock, and while we have not kept in close 
touch with the trade, being absolutely necessary to 
keep our men from the road on account of business, 
from what we learned by correspondence we imagine 
that jobbing stocks are also low. Materials we have 
an abundance of which have been coming in during the 
period of war. Prices paid have been extremely high. 
It was a case of protecting yourself by getting goods 
in at any price. 

We are not changing our labor condition in any 
way. Labor at the present time is producing no more 
than it was previously, and prices paid are just as high. 
It would seem to us that there was little likelihood of 
prices tending upwards or would there be any change 
downward. The prices are fixed for some time to come 
simply on account of conditions as they are in the 
country, and retailers in order to have stocks to serve 
the public from the advertising that will be done to a 
greater extent in 1919 than ever before must be pre- 
pared by having their orders placed early so as to at 
least get satisfactory stocks. 

We look forward to immense foreign business to 
care for the surplus production, and business does look 
good in every way for 1919. 

We trust that this will cover the point asked for, 

Yours very truly, 
Iver Johnson’s Arms and Cycle Works. 
J. Love_t JoHNsON, 
President. 


and we are 


Extreme Conservatism in Buying Is Unwarranted. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

Replying to yours of the 27th, we think, as your 
letter indicates, that the tendency toward unreason- 
able conservatism in buying is unwarranted by the 
facts that confront us and you have well said in your 
letter that panics usually take their origin from a pessi- 
mistic state of mind. 

In our humble opinion the outlook for good business 
during 1919, was never better in any previous year. 
The stocks of merchants are depleted everywhere be- 
cause they were not able to secure goods that they 
wanted during 1918, and this fact, together with the 
demands that will come from new building projects in 
this country and the requirements of the farmers, to- 
gether with the great export demands that are already 
appearing, will keep the manufacturers so busy that it 
will not be long before the trade in this country will 
find that it will not be so easy as they think, to have 
their orders filled. 

Yours for a prosperous New Year 
N. A. GLADDING, 
Vice President. 
E. C. Atkins and Company, Incorporated. 


ono 
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Our work is only partly done when we financed the 
fighting. We must now finance peace with the Fifth 
Liberty Loan. 
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GIVES DETAILS OF NEW 
ACCOUNTING FOR THE USE OF 
RETAIL DEALERS. 


From experience we know that the small merchant, 
with an investment of about $4,000 and an annual busi- 
ness of from $20,000 to $25,000, cannot keep a .com- 
plicated set of books. It is essential, therefore, that 
the plan of bookkeeping recommended to them must 
be very simple and one that requires the least possible 
amount of writing. Thus, the absolute rock bottom 
basis of merchants’ accounts must be found if this 
class of retail tradesmen is to be urged to conform. 

What is considered as the rock bottom basis is as 
follows: 

The Cash Book. 

A bound cash book with three columns for debits 
and three for credits, for receipts and payments should 
be used, the book to be of moderate expense, the col- 


umns to be headed as follows: 
Receipt Side. 
Column 1.—Cash sales. 
Column 2.—Collection of customers’ accounts. 


3.—Sundry items. 
Payments Side. 

Column 1.—General expense. 

Column 2.—Merchandise. 

Column 3.—Sundry items. 

These columns may be either written, printed or 
stamped with rubber stamps, thus avoiding the ex- 
pense of a special ruled and printed cash book. 

The first entry in the cash book is the total amount 
of cash on hand—in the drawer, cash register and 
bank. It should read as follows: 

Sept. 1, 1918, Balance on Hand, $............... 

The amount should be recorded in the sundry col- 
umn. 


Column 


Recording Cash Receipts. 

In column 1 should be entered the total cash sales 
for the day. The cash receipts should be gathered 
through the best means available, preferably by some 
form of cash register. This affords protection, also 
a permanent machine slip record, and the machine’s 
accurate addition thereon. 

If no such register is in use and the money received 
is placed in a cash drawer or till, a cash sales slip 
should be made out at the time and placed on file or 
spindle. At the end of each day the cash sales slips 
should be added and the total entered in the cash 
sales column. 

Column 2 records cash received from charge cus- 
tomers on account or in full settlement of charge ac- 
counts. The amounts so received should be entered 
in this column and the customers’ names recorded in 
the space for that purpose. The amount owing by a 
customer is obtained from the combined charge sales 
sheet and ledger account book, as manufactured by 
several sales companies. 

Column 3, or sundry column, contains all cash re- 
ceived other than for cash sales or to apply on the 
accounts of charge customers. Each item should be 
entered separately, showing date, name of the person 
from whom received and a brief description thereof. 

At the end of every day the total of these columns 
will show the total receipts of cash for the day, or 
for the month up to the close of that day, after de- 


SYSTEM OF ducting the cash balance on hand at the beginning of 


the month. 
Recording Cash Payments. 

On the payment side of the cash book the three 
columns should be treated as follows: 

Column I is for general expenses. Receipts or 
receipted bills should be obtained and kept perma- 
nently for all cash paid out. Cash paid out for the 
expenses of running the store is kept separate from 
cash payments for merchandise. In column 1 this 
separation of expenses is provided for; it contains all 
payments for wages, rent, small cash purchases, twine, 
gas, teaming and every other kind of expense neces- 
sary in running a retail store. 

Column 2, merchandise purchased, records all cash 
paid for merchandise purchased, everything exceyt 
expenses. ‘ 

Two bill files should be obtained and carefully ke +f. 
The files may be in any particular form according 
the merchant’s desire, but at the very least the swiphy, 
post style. The files should be labeled with per ‘and 
ink as follows: : 

On one file: “Expense Bills Unpaid.” 

On the other file: “Merchandise Bills Unpaicj.” 

Whenever expense bills come in they shoul¢{ be im- 
mediately filed on the expense file. When fmerchan- 
dise bills come in they should be filed on’ the mer. 
chandise file. 

As soon as a bill is paid and entered in tle cash hook 
the receipted bill should be removed fro.m the uspaid 
file and filed in an ordinary box file wth alphabetical 
index. These paper box files should” be labeled with 
pen and ink on the back, as follows: 


Expense bills paid from......... Pee 00s... ..%.. 
date. Merchandise bills paid from. ™....... date to 
bieweseesesa date 


If these paid bills are entered in the cash book at 
once and filed in the paid files, tie bills remaining on 
the unpaid expense and merchandise files will always 
represent the outstanding liabilities for expenses and 
merchandise received. 

In some cases actual invoices are received from the 
wholesaler or manufacturer; in others, however, the 
retail merchant purchases goods for cash,, sometimes 
from the farmer, sometimes at the dock or market. 
In all such cases, where no regular invoice is made out 
by the party from whom he purchases, h® should 
provide himself with a purchase cash slip; on this 
should be entered the number of pounds, packages or 
other quantity of each article purchased) the price, 
total of each item and the total amount. It is essen- 
tial for the accuracy of the merchant's accofints that 
cash purchased be treated with detail equal fp his 
credit purchases. 

Column 3, sundry items, on the payment side,(con- 
tain all items other than for expenses or merchacalise 
purchased. Items in the sundry column are not, as a 
rule, frequent enough to call for a special filing case. 
They usually consist of important transactions, the 
papers for which can be folded to a uniform size. 
bound by rubber band and put in a locked drawer or 
safe. Items for this column usually comprise cash 
withdrawals, repayment of loans, payment of notes, 
and all such payments as do not belong in the other 
two columns. 
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Every merchant who has not already done so should 
open an account in a bank, and all cash that can be 
spared from the register or drawer should be de- 
posited daily. No cash should be paid from the cash 
register or drawer, except for such items as cannot 
conveniently be paid by check. All the expense and 
merchandise bills should be paid by check, and every 
item sufficiently important to be entered individually 
in the sundry column should be paid by check. 

At the end of each day small pencil footing should 
be made of the six columns in the cash book and en- 
tered on a pad or paper similar to the following. 

Cash sales 

Collection of customers’ accounts.... 

Sundry items, including balance at 
ist of month 


cE GOLABC Od CHG OO O04 4 OOO 


% 
Sw a 
ar Total receipts 
, General expenses 
‘ ~wMerchandise 
Sigwtdry items... ......seccceecceess 


bease¥@aeweeeeeaennnexne @ . reese 6 


Tot‘al payments ................- 
Balance on hand 
When this balance is found it should at once be 

compared with the amount in bank and the amount 

in the drawer; the two should agree with the amount 
called for in the foregoing balance. 

At the end of each month the columns should be 
totaled in ink, «nd the receipts shown by the first two 
columns carriec to the third or sundry column, and 
that totaled aga. 1. On the payment side, the first two 
CYlumns should >e totaled and carried to the sundry 
column and that column then totaled. 

The balance of cash on hand at the end of the month 
is then entered in the third column, and with the 
amoun¢ already there will equal the total of the re- 
ceipt side. The “balance on hand” at the end of the 
month is then entered as the first item in the sundry 
column for the beginning of the next month. 

There are several methods of recording cash sales. 
The best way, of course, is by the use of a good cash 
register. By the pressure of one key it is possible to 
distinguish a cash sale recorded in the day's receipts 
from that of any other cash. 


In the absence of a cash register at least a spindle 
file sheild be kept, on which a slip of paper is filed 
for each cash sale. It is best to use a detailed cash 
sales : lip showing the total of each sale; a small pad 
will sfrve the purpose. This will prevent errors and 
omissions against the merchant. When taking down 
the order of a customer a carbon sales slip should be 
mace; in fact, every customer has a right and should 
insist upon receiving a receipted bill for every cash 
payment, and the merchant will find it to his advantage 
to offer receipted bills. The merchant will profit by 
using carbon sales slips instead of depending upon his 
memory or upon pencil memoranda or the back of 
some package. By writing down the order of the 
‘ustomer on a carbonized sales slip he has not only 
the opportunity to check back the packages before de- 
‘ivering them to the customer, but also a complete car- 
bon copy of the cash sale. The carbon copy should. 
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if possible, be kept in the sales book; it in turn pro- 
vides a method of checking the total of cash receipts 
for the day, the prices received and the quantities of 
goods delivered. Even where no complete cash sales 
slip is used, small squares of paper should be used to 
record each cash sale as soon as the sale is made and 
the amount of cash put in the drawer. 
(To be continued. ) 
PiiaAenciinanenn 
DEVELOPMENT OF SELF-CONFIDENCE IS 
ARGUMENT FOR TRAPSHOOTING. 

ljardware dealers ought to be thoroughly conversant 
with the arguments in support of trapshooting, so that 
they may help increase the ranks of this sport and thus 
enlarge their sales of supplies. One of the strongest 
arguments is that trapshooting develops self-con- 
fidence. In this connection the following story is in- 
structive and to the point: 

Up in the frozen solitudes of Alaska there are still 
to be found the giant Kadiak bear, larger than the 
heaviest grizzlies, standing often man-high at the 
shoulder. It is a country where game abounds, but 
where the quick, accurate shot gets the meat; where- 
fore many Alaskans are, above all else, hunters of 
big game. 

To Camp Perry, with the Alaskan civilian team, 
came many men who learned the art of shooting in the 
wilds and who have long and justly considered them- 
selves experienced shots. But the rifle range game 
was new to them, and some of them found that there 
is considerable difference between the degree of skill 
necessary to bring down a kill at comparatively short 
ranges and to make a good score on paper. 

During the rapid fire stages’ of the National Team 
Match one of the Alaska boys, who had been quite 
successful in mastering the intricacies of the Model 
1917, harnessed himself up in a sling and proceeded 
to knock out a score of 48 at 300 yards rapid fire. 

There were many better scores than 48 made in the 
rapid fire stages; there were more made not so high. 
but the point of the incident is that the Alaskan hunter 
of big game, left the firing point with an undisguised 
smile, remarking to the gallery as he went: 

“I’m durned if [ll ever run from another bear!" 

To have established a firm self-confidence in his own 
ability was worth to that rifleman all the miles he had 
traveled from the far tundra to Camp Perry and all 
the hours he had put in learning to handle the military 
rifle. The psychology involved in the self-confidence 
which that rifleman had acquired is what military ex- 
perts term “morale.” It is the back-bone, the stiffen- 
ing, the very entrails of a man who goes out to s!ay 
or be slain whether he is hunting the shoulder-high 
Kadiak or the treacherous Hun. 

There can be little doubt but what many another 
man, as the result of participating in the Camp Perry 
matches, learned that he could depend upon his skill in 
coordinating hand, eye and rifle to defend his own life 
and to destroy human enemies if called into the field 
on active service. 

The implanting of this kind of self-confidence in the 
citizens of the United States is a game that is well! 
worth while. 
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TEACHES WAY TO SELL MERCHANDISE 
WITHOUT CUTTING PRICES. 


Among the most practical and instructive agencies 
devised for the enlightenment and help of the retailer 
is the movement, which has resulted in the establish- 
of Better Business Bureaus throughout the 
Their purpose is to promote honest adver- 
One of the ex- 


ment 
country. 
tising and profitable merchandising. 
cellent things achieved by these bureaus is the teach- 
ing of improved methods of selling. In this connec- 
tion the following article by David P. Porterfield, sec- 
retary-manager, better Bureau, Indiana- 
polis, Indiana, is worthy of the closest study: 

Any retailer who will spend as much thought and 
energy devising constructive ways of selling his own 
goods as the average retailer devotes to “meeting com- 
petition” will have little competition. [ven the small- 
town retailer has nothing to fear from the mail-order 
house if he will employ aggressive merchandising 
methods also. Repeatedly it has come to my atten- 
tion that two stores will advertise the same article on 
the same day at different prices—and both do a sat- 
Price is just one element—al- 


Hsusiness 


isfactory business. 
though an important one, naturally—and_ consider- 
ation of it in the mind of the customer may be made 
secondary to other elements. 

Conditions incident to the war should leave their 
teachings in many merchants’ minds to the lasting 
benefit of those merchants. Many a_ storekeeper 
should by now have learned that people will find a 
way to buy sugar at 11 cents a pound just about as 
readily as they formerly did at 4 cents or 6 cents. 
And those same storekeepers should have learned that 
there is some other way of getting business besides 
selling sugar at a loss. For, whatever the loss leader 
may be made to do for a store, in skillful hands, 
the fact remains that it is a loss leader—and is too 
often not offset by a profit on something else. 

Whether you have hairpins or pianos to sell, you'll 
find your markets (if you find them at all) in human 
minds—never anywhere else. Then, if you'll study 
a bit more you'll find that there are just a few buying 
motives that govern all sales. One of those buying 
motives is a consideration of gain or the saving of 
money. Another has to do with general utility (ne- 
cessities or conveniences). Still another motive has to 
do with pride (the old suit may be plenty good 
enough—but others get new suits and yours feels out 
of place—and you buy a new one, too). Then, there's 
caution, which is the buying motive which makes peo- 
ple buy insurance, skid chains, etc. Self-indulgence. 
What a motive power that is. Hubbard once pointed 
out that we do about everything we want to do—and 
find ways of justifying it afterward. Men and 
women will do some perfectly rash things when it 
comes to buying things in response to the urge of self- 
indulgence. You can't keep ‘em from buying once 
they get the notion they want something which ap 
peals to a sense of laziness, appetite, vanity, com- 
fort, etc. So, if you have something that you want 
to sell, figure out why anyone should want it and then 
make: *em want it. That’s constructive advertising 
and selling. That's influencing people to your way of 
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thinking about your goods. And you'll not have to 
cut prices to conclude the sale. 

There is no greater aid to merchandising, perhaps 
than seasonableness. And there are few aids so neg- 
The average merchant could, with great 
profit to himself, spend a whole lot of time watching 
the methods that are used by the 5-cent and 10-cent 
stores in their merchandising. They capitalize sea- 
A month before St. Pat- 
rick’s Day their goods are displayed—and they start 
selling them. ©n the day before the Fourth of July 
you are deafened, almost, by the “seasonableness” of 
their merchandise. Girls have fireless crackers and 
other noise-provoking instruments not only at the 


lected. 


sonableness to the limit. 


regular fireworks counter, but scattered throughout 
the store, so that repeated, timely suggestions are 
pretty sure to bowl over the most calm and reserved 
shopper. 

And you'll seldom find any trace of these season- 
able goods the day after! I tried in three stores to 
buy pumpkin face stickers on November 1, and could 
not do it. That on-the-job method of merchandising 
is certain to stimulate decisions; and that makes for 
quicker, easier selling. The reputation for being an 
up-to-the-minute merchant gained by up-to-the-minute 
a profit-maker. 
“That man is the most original who can adapt from 


And 


adapting merchandising ideas to your own business is 


merchandising is a valuable asset 


the most sources,” is a true saying, indeed. 


profitable and interesting. Just by way of a specific 
illustration, here’s what may be done in adapting an 
idea from Herbert Kaufman's “Empty Stockings”—a 
strong appeal to impulses of generosity and charity. 
l‘irst, though, let's read Kaufman's words: 

“Santa Claus can't squirm through some chimneys 

poverty blocks the way. So many a darned stock 
ing will dangle in piteous emptiness Christmas morn- 
ing and more than one poor mother will seek to ex 
plain to a baby how it happens there aren't gifts 
enough in the world to go ‘round. 
the toil- 
the silent slaves of 


“After all, it's they who are hit hardest 
broken women—the tub-drudges 
poverty—rubbing and scrubbing from dusk to dawn 
snatching a wink and then choring about their tene- 
ment rooms—sweeping, cooking, mending rags, mind- 
ing children—taking the gaff without a whimper—old 
in their prime—scarred with wounds of the wolf fight 

soul-sick—disease-torn—lashed by dread and duty 

afraid to be ill— 
“Imagine your wife in similar straits—picture her 
plight with fatherless bairns, no money and the re- 
sponsibility of sole provider, and if your heart is one 
of God’s wireless stations, intercept some lost prayers 
next week—catch a few wishes that might not other- 
wise come true—and help. 

“Be selfish, if you must, all the rest of the year, but 
for one day, at least, divvy your luck—it may run 
longer because of a little kindness. Especially on 
His Day. 

“Spend the money you meant for people who need 
nothing on these who want for everything.” 

Now. how can that be adapted to sell merchandise ? 
Well, suppose all the grocers in any small town “chip 


in” and buy a full page in their local newspapers and, 
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using this as a feature in the center, let them, in indi- 
vidual spaces around the outside, tell about their in- 
dividual wares. Or, to carry the idea still farther, 
suppose the grocers get together and decide upon 
standardized Christmas baskets in, say, $1, $2, $3 and 
$5 assortments and arrange to deliver to any desig- 
nated family or individual, at Christmas time, one 
of these baskets, paid for by a customer who is both 
able and kindly enough to want to spread Christmas 
cheer around a little bit. Wouldn’t that sell a lot of 
groceries? Surely it would. 

Maybe the grocers are foolish—and “can’t get to- 
gether” (merely because they won’t—because they 
forget they are really partners in the grocery business 
and not competitors at all). Well, there’s no reason 
why one grocer may not do this and do it well—or 
two grocers could do it together, even better. 

And the merchant with shoes, or children’s clotp- 
ing, or women’s wear, could apply the same thing to 
his business. Why, it really has a wide adaptation 
possibility. 

Shelf-warmers eat up profits. Therefore, out with 
the shelf-warmers! Yes, but how? _ 

Well, there’s one big clothing store that features a 
half-price sale of shelf-warmers twice a year, and so 
great is the confidence of the people in the honesty of 
the bargains offered that police are required to re- 
strain the crowd—and one day’s selling cleans out the 
lot. And every sale customer is a satisfied customer. 
The store’s good will is increased as well as its stock 
reduced. 

Many stores with basements use them as a sort of 
dispensary for the goods which, for any reason, fail 
to move satisfactorily in the main store. 

One successful grocer hit upon the idea of prepar- 
ing and offering for sale, “Thrift Baskets.” Once 
each week he went through his stock and took out the 
“shelf-warmers” and collected them in these “Thrift 
Baskets” and displayed them where customers in the 
store could see the bargains offered. They sold read- 
ily. The stock was kept clean and up-to-date—at- 
tractive—as a result of this weeding-out process. And 
that grocer learned what not to put in stock, too. 

But, you say, this “Thrift Basket” idea and the 
half-price sale are price-cutting methods. Yes—and 
no. The former selling price has been abandoned be- 
cause the goods have demonstrated that they were not 





salable at that price—that that price was too high. A’ 


new price has become imperative. But these plans 
are distinctly not the habitual price-cutting expedients 
so commonly employed that by their mere common- 
placeness they have a scant influence. 

Too many retailers don’t know enough to be mer- 
chants—and are only storekeepers. But any retailer 
who wants to know how to run his business better 
can readily learn, for there are many superior books, 
prepared by men of demonstrated ability, that can be 
used as guides. For instance, W. R. Hotchkin, for 
years with John Wanamaker, has prepared a book, 
“The Manual of Successful Storekeeping,” which will 
pay any merchant who will use it. “Retail Selling,” 
by James Fisk, is another valuable book. “Retail 
Merchandising,” by Paul H. Nustrom, is another. 
Your public library can help you procure others. 
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Then, don’t overlook the trade-paper. Many highly 
valuable and pertinent suggestions are to be found in 
the trade-papers, and it’s scarcely possible to keep 
really well informed concerning the progress of any 
line of business without a careful reading of that 
line’s trade-paper. Helpful suggestions on how to 
keep trade at home, how to handle “layaways,” how 
to build attractive window displays, how to train 
“green” help and a score of practical, intimate prob- 
lems, the correct solutions of which have cash-drawer 
value. 

Know costs, too. Why, it’s not possible to be ab- 
solutely honest if you do not know your costs. Either 
you are dishonest to your competitor or to yourself 
(and family)—and possibly to your customers also, 
if you do not know, actually and honestly know, what 
it is costing you to do business. And when you do 
know what it costs you to do business you'll have such 
a clear conscience in fixing your selling prices right— 
based on those costs—that you will automatically have 
the courage of your convictions and your customers 
will automatically see that you are absolutely sincere. 
Selling at right prices will be easier. Cut prices will 
be no temptation. 

cee re 


PROCURES PATENT FOR ILLUMINATING 
DEVICE FOR WASHING MACHINES. 


William H. Voss, Davenport, lowa, ha’ procured 
United States patent rights, under number 1,286,159, 
for an illuminating arrangement for washing machines, 


described herewith: 
In a washing machine, a tub. 


a cover on said tub, said cover 
= “k-~% , having an aperture on each side 
be NOW of a line through the center 

ws is thereof, the side of said tub hav- 


 S ing an enlarged aperture therein, 
a transparent plate secured with 
ii: a water tight fit in each of said 
fq 2pertures, and a source of light 
eq secured directly above one of the 
a 4a4 apertures in said cover. It is be- 
lieved that this device will add 
greatly to the commercial value 
of the washing machine to which it is attached. 
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OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

27920.—A man who has been four years in the army in 
France now desires to secure an agency for the sale of gen- 
eral merchandise in Paris, with subagencies in the French 
provinces. Correspondence may be in English. 

27921—An import and export firm in the Federated 
Malay States desires to represent American exporters of all 
kinds of goods suitable for sale in that country. 
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27934—A man in France desires to act in the capacity 
of forwarding and customhouse broker for American _ex- 
porters. Quotations to be made f. o. b. New York. Pay- 
ment against documents. Correspondence may be in Eng- 
lish. References. 

27938—A man in France desires to secure an agency for 
the sale of enameled kitchen utensils and aluminum ware. 
Quotations should be given f. 0. b. New York. Terms, pay- 
ment against documents. Correspondence may be in English. 
References. 

27940—An agent in France desires to secure an agency 
on commission for the sale of machine tools, tools, and hard- 
ware. Correspondence should be in French. Reference. 

27958—A citizen of Costa Rica who is at present in the 
United States and about to return to that country and Cuba 
as a traveling salesman, desires to secure agencies for the 
sale of hardware, etc. Terms, cash in New York. 

27959—An agency is desired by a man in France for the 
sale of motor cars and accessories, and agricultural tractors, 
throughout Roumania and the Balkan States. Correspondence 
in French is preferred. 

27963—A firm in Norway desires to secure an agency and 
to purchase steel plates, black; steel, wire, black and gal- 
vanized, etc. Correspondence may be in English. Reference. 

27965—A man in Italy desires to secure an agency for 
the sale of motorcycles. Correspondence should be in French 
or Italian. References. 

27945—A man from Russia, who is at present in this 
country, desires to secure an agency for the sale of hard- 
ware and general merchandise. Correspondence may be in 
English. References. 

27948—An American, with established connections in 
Mexico City, who is to leave for that country very soon, 
desires exclusive representation for the sale in Mexico of 
motorcycles and accessories, etc. Terms, cash against docu- 
ments. Reference. 

27968—An American who is a manufacturer’s representa- 
tive in South Africa desires to secure agencies for the sale 
of rope, etc. References. 

27969—An agency is desired by a man in France for the 
sale of tools for contractors. Correspondence should be in 
French. Reference. 

27970—A Belgian firm wishes to be placed in touch with 
manufacturers and exporters of American goods. Reference. 

27982.—A firm in Norway desires to purchase and also 
to secure an agency for 590,tons sheets, galvanized and black; 
500 tons corrugated-iron sheets; 5,000 rolls of galvanized 
netting; and 500 tons iron wire, black and galvanized. Quo- 
tations should be made f. 0. b. New York or Philadelphia. 
Telegraphic offers are requested. Correspondence may be 
in English. Reference. 

27986.—A man in Italy desires to secure a general agency 
for the sale of American products. Correspondence should 
be in French, Italian, Spanish, or Portuguese. References. 

27987.—An import merchant in France desires to secure 
agencies for the sale of hardware and toys. Correspondence 
may be in English. 

27988.—A firm in France desires to purchase, for immedi- 
ate delivery, several thousand bicycles and motorcycles and 
accessories. Terms, cash, in New York. Reference. 





COMING CONVENTIONS. 


Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, Missouri, January 14, 15 and 16, 1919. 
H. J. Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Associa- 
tion, Spokane, Washington, January 15, 16 and 17, 1919. 
E. E. Lucas, Secretary, Hutton Building, Spokane, Wash- 
ington. 

Texas Retail Hardware and Implement Association, Dal- 
las, Texas, January 21, 22 and 23, 1919, Adolphus Hotel. A. 
M. Cox, Secretary, Dallas, Texas. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, Portland, January 21, 22, 23 and 24, 1919. E. E. 
Lucas, Secretary, Hutton Building, Spokane, Washington. 

Mountain States Hardware and Implement Association. 
Denver, Colorado, January 21, 22 and 23, 1919, Brown Palace 
Hotel. W. W. McAllister, Secretary. Boulder, Colorado 

Indiana Retail Hardware Association, Indianapolis, In- 
diana, January 28, 29, 30, and 31, 1919. M. L. Corey, Secre- 
tary. Argos, Indiana. 

Nebraska Retail Hardware Association, Omaha, February 
3. 4, 5 and 6, 1919. Nathan Roberts, Secretary, Lincoln. 
Nebraska. 

Wisconsin Retail Hardware Association, Milwaukee. Feb- 
ruary 5, 6, 7, 1919. P. J. Jacobs, Secretary, Stevens Point. 
Wisconsin. 

_Pennsylvania and Atlantic Seaboard Hardware Association. 
Pittsburgh, Pennsylvania, February 11, 12. 13, and 14. 1919. 
Sharon E. Jones, Secretary, Fulton Building, Pittsburgh. 
Pennsylvania. 
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Iowa Retail Hardware Association, Coliseum, Des Moines, 
pecuny 12, 18, 1919. A. R. Sale, Secretary, Mason City, 
owa. 

Michigan Retail Hardware Association, Kalamazoo, 
February 11, 12, 13, 14, 1919. Arthur J. Scott, Secretary, 
Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, 
February 12, 13, 14, 1919. C. N. Barnes, Secretary, Grand 
Forks, North Dakota. 

Illinois Retail Hardware Association, Chicago, Hotel 
Sherman, February 17, 18, 19 and 20, 1919. Leon D. Nish, 
Secretary, Elgin, Illinois. 

Ohio Hardware Association, Columbus, Ohio, February 
18, 19, 20 and 21, 1919, Columbus, Ohio. James B. Carson, 
Secretary, Dayton, Ohio. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 18, 19, 20, 21, 1919. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis, Minnesota. 

New York State Retail Hardware Association, Buffalo, 
New York, February 25, 26, 27 and 28, 1919, Hotel LaFayette. 
John B. Foley, Secretary, 607 City Bank Building, Syracuse, 
New York. 

Kentucky Hardware and Implement Dealers’ Association, 
Tyler Hotel, Louisville, February 25, 26, 27, and 28, 1919. 
J. M. Stone, Secretary, Sturgis, Kentucky. 

Michigan Sheet Metal Contractors’ Association, Kala- 
mazoo, March 5, 6, 7, 1919. Park-American Hotel. F. E. 
Ederle, 1121 Franklin Street, S. E., Grand Rapids, Michigan. 





RETAIL HARDWARE DOINGS. 





Arkansas. 

Rodman Brothers, hardware dealers, Calico Rock, have 
sold their business to Barnett Brothers of Batesville who 
will move the entire stock to that town. 

Illinois. 

The Jordan Hardware Company, Ottawa, has been in- 

corporated for $25,000 by Richard Jordan, John M. Jordan 


and Susan M. Jordan. 
Indiana. 


Harley Pearson will engage in the hardware and imple- 


ment business at Wabash. 
lowa. 


W. R. Jewel has purchased a hardware store at Aurora. 
Kansas. 

G. G. Goering is a new member of the firm of the 
Western Hardware and Implement Company at Pretty 
Prairie. 

The Powell Hardware Company, Eldorado, has moved 
its stock to its new home at First and Main Streets. 

C. C. Smith has bought an interest in the hardware 
business of Cutter and Smith at Lawrence. 

Minnesota. 

O. A. Bahr has sold his hardware store at Ogilvie to 
J. A. Skulzucek. 

Herman Carlson will engage in the hardware business 
at Moose Lake. 

The Moose Lake Hardware Company at Moose Lake 
which was destroyed by fire some months ago has resumed 
business. 

M. Skiuzacek has sold his interest in the hardware and 
implement business at Lonsdale to C. M. Baleiden. 

W. .H. Jewel has bought a hardware business at 
Hastings. 

G. T. Falk has disposed of his interest in the Falk Hard- 
ware Company at Foley. 

Missouri. 

R. B. Rupard has traded for the stock of hardware on 
Main Street, El Dorado Springs, belonging to J. W. Clark. 
Montana. 

The Lee Hardware Company has opened a store at Fort 


Benton. 
Nebraska. 


A. C. Browder has sold a part interest in his hardware 
store at Albion to M. Mann. ' ; 
The Ammon Hardware Company at Shelby has sold its 


stock to J. B. Ryan. 
Ohio. 


J. O. Helter has purchased the building he now occupies 
at Martins Ferry and will enlarge the interior. This is 
necessary on account of his increasing business. 

South Dakota. 

W. T. Heywood has bought the J. L. Jarvis hardware 
business at Brookings. 

A. A. Kaske has sold his hardware business at Hart- 
ford to E. A. Wendt. 

Texas. 

FE. N. Andrews has opened a hardware store at Archer 
City. 
"The hardware business formerly owned and operated by 
the Farmers Exchange Mercantile Company at Canadian 
has been purchased by Nolan Brothers and will be operated 
by O. L. Nolan of that city. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








TELLS MORE ABOUT LIBERTY FUEL. 


The new “Liberty Fuel” is the result of more than 
500 experiments conducted by Major O. Zimmerman 
and Captain E. C. Weinberger, of the research and 
development divisions of the general engineering de- 
pot of the United States War Department. 

The base of the new oil is kerosene, Major Zim- 
merman said. The other ingredients are of low cost, 
and can readily be obtained. 
facture is exceedingly simple. 

The tests, which proved conclusively the value of 
“Liberty Fuel,” have been most exact and rigid. They 
were conducted under the supervision of the Bureau 
of Standards. 

“That no leaf was left unturned to test its practical 
suitability is shown by the fact that the fuel was used 
extensively in automobiles, motorcycles, trucks, trac- 
tors, stationary engines and hydro-airplanes in cold 
and warm weather under violent variations of load, 
with poor and good operators,” said Major Zimmer- 
man. 

The new fuel is odorless, tastless and non-corrosive. 
Tests for corrosion were made in a motorcycle that 
covered 23,000 miles of variable operation. It leaves 
less residue of carbon than gasolene, requires less air 
or oxygen for combustion and developes greater horse- 


power. 
“ee 


GETS PATENT FOR ANTISKID DEVICE. 

Anson FE, Carlton, Paterson, New Jersey, has pro- 
cured United States patent rights, under number 
1,285,033, for an antiskid device described in the ac- 
companying illustration : 

In combination, with the felly and 
tire of a wheel, a plate member in- ‘3% 
cluding a substantially rectangular .& 
body portion bearing against the in- « 
ner periphery of the felly and up- ° 
standing checks at two diagonal cor- 
ners of said body portion arranged offset with respect 
to each other and bearing against the side faces of the 
felly, said body portion having at its other two 
diagonal corners separate chain-attaching means, and 
a chain extending around the tire transversely thereof 
and having its ends connected to said means. 


———_—__ +o —__—_ 


BATTERIES REQUIRE PURE WATER. 








Automobile accessory retailers who deal in storage 
batteries should instruct their customers that hard 
water containing minerals, is very harmful to storage 
batteries. Water, that is, pure as drinking water, is 
not necessarily pure water for the battery. Distilled 
water or clear rain water is the best. 

Removing the caps at the top of the battery, water 


The process of manu- 


should be added until it stands well above the plates, 
although not up to the top of the container. 

The usual cause of poor engine operation at low 
speed is in the carburetion system. Often an air leak 
throws out the carbureter adjustment so that an in- 
sufficient amount of fuel is fed. Wide plug gaps with 
a magnetic with weak magnets, is a combination which 
may give trouble. 

With a battery system in use, the ignition may be 
neglected at first and the carburetion attended to, but 
this done the ignitor should be gone over carefully. 





OBTAINS PATENT FOR SPARK PLUG. 


Joseph A. Savage, New Haven, Connecticut, has 
procured United States patent rights, under number 
1,286,123, for a spark plug described in the following: 

In a spark plug, a core, a tubular elec- 
trode extending therethrough and having 
its outer end threaded, a priming cup 
threaded upon said outer end of the elec- 
trode, the latter also having an outlet port 
which intersects the bore of the electrode 
and is adapted to be disposed beyond the 
inner end of the core by partly unscrewing 
said priming cup and pressing the latter toward the 
core, and a second cup on said electrode beyond the 
inner end of the core and adapted to receive the con- 
tents of said electrode, the adjacent end of the core 
being shaped to fill the second named cup and express 
the contents therefrom. 





STATES SELLING POINT IN FAVOR OF 
RADIATOR COVERS. 


No experienced automobile driver needs to be told 
that it takes longer to warm up the engine in winter 
than it does in other seasons of the year. Some driv- 
ers, however, employ better judgment than others in 
obviating the difficulty. The average car owner closes 
the cold air inlet, thus using hot air only during severe 
weather when adjusting his carburetion system for the 
winter. As a rule, this is not a desirable procedure 
for the reason that the total exclusion of cold air 
lowers engine efficiency. Colder air being more dense 
gives a higher volumetric efficiency to the gasolene 
mixture. It is much better to have some means 
of admitting cold air to the carbureter and, at the same 
time, controlling its quantity. This can be achieved 
by the use of an adjustable radiator cover which allows 
the air draft to be increased or lessened to suit start- 
ing and running conditions. The dealer in automo- 
bile accessories has in this fact a strong selling argu- 
ment which he ought not to overlook in pushing the 
distribution of radiator covers among his automobile 
customers. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








Sometimes it happens that a man has only a small 
plot of ground in which to plant a garden. If he is 
sensible, he will try to make the best possible use of 
the land. He will endeavor to get the greatest yield 
of vegetables in quantity and nourishing values. Sim- 
ilarly, when a merchant buys advertising space, if he 
is wise, he will strive to obtain the utmost results from 
it. The comparison applies to the advertisement of 
The Barlow Brothers Company, which is herewith 
reproduced from the Waterbury American, Water- 
bury, Connecticut. This firm has not exploited the 
space to the best advantage. There is too much gen- 
erality to the wording of the advertisement. It lacks 
the particulars which appeal to the prospective buyer. 
No prices are mentioned. No individual articles of 
aluminum ware, tinware, and enamelware are specified. 


There is no direct message to the persons who would ° 


be likely to purchase aluminum percolators, enameled 
kettles, or tin muffin pans. “Oil heaters and heating 
is too vague a statement to interest the house 
holder who has 
just finished read- 
ing the advertise- 
ment of a competi- 


stoves” 


Qil Heaters and 





‘ tor who quotes 

Heatin Stoves prices and gives 

descriptions sufh- 

ciently clear to 

aay for — Ranges convey ‘an idea of 

— are the commodities in 
Enamel question. 

emer“erhd It would be 

Pyrex Baking Dishes much more effec- 


ive in producing 
The Barlow Bros Co ell if this ad. 


Plumbing, Tinning, Heating andi vertisement were 
Roofing. to be confined to 
65 Grand Stree. Phone 777. 


one representative 
article of 


The space could then be 











any of 
the general lines mentioned. 
used to publish prices, describe the goods, and empha- 
size some special feature which makes them desirable. 
For example, in aluminum ware a coffee percolator 
could be chosen upon which to concentrate the full 
force of the publicity. Almost every one likes a cup 
or two of good coffee for breakfast. “Delicious coffee, 
with all the aroma, fresh, tasty, and good enough for 
a multimillionaire can be made in a jiffy with Blank’s 
Aluminum Percolator,”’ or ‘Coffee like You Dream 
About, Made with Blank’s Aluminum Percolator,” or 
“Anyone Can Make Delicious Coffee with Blank’s 
Aluminum Percolator,” are some of the ways in which 
the advertisement might be phrased. After giving 
prices, it would help clinch the pulling power of the 
message to add: “Come in and Try a Cup of Fragrant 
Coffee Made with Blank’s Aluminum Percolator.” A 


demonstration during certain hours of the day when 
the sale is on would be instrumental in disposing of 
aluminum percolators with very little reduction of the 
net profits. 


Apart from keeping the firm’s name before the 
public, it is very doubtful if the advertisement of Poe 
Hardware and Supply Company, shown herewith, is 
instrumental in diminishing the large stock of oil cook- 
ing stoves and oil heating stoves. As published in the 
Greenville Daily News, Greenville, South Carolina, the 
announcement of the possession of a large stock of 








—WE HAVE A LARGE STOCK— 


OIL COOKING STOVES 


—AND— 
OIL HEATING STOVES 
—\ 
POE HARDWARE & SUPPLY CO. 
Shana of O16 S Matin Qe Dann 1€ 
these stoves has practically no news value. It is a 


fundamental truth that all effective publicity must have 
It must tell a story to the reader in order 
There is no news 


news value. 
to gain attention and produce sales. 
in the Poe Hardware and Supply Company’s advertise- 
ment. Merely it mentions that the company has a large 
stock of oil stoves. It gives no details. It does not 
describe performance, quality, structure, or advantages 
of any oil cooking stove or oil heating stove. Certainly, 


it does not create desire nor stimulate buying. 
* * * 


LYING IS BAD FOR BUSINESS. 


: but it is bad, also, 
It is generally rooted in 


lying is bad in itself because 
stands by itself. 


The person who practices deceit is 


it rarely 
something else. 
actuated by some ulterior motive of an intensely selfish 
kind. Men seldom lie to each other out of pure love 
for lying. Back of the lie is a desire to gain some ad- 
vantage. The liar in business deceives his unsophis- 
ticated customers because he wishes to possess him- 
self of their money. The braggart deceives his cred- 
ulous audience about the magnitude of his achieve- 
ments, because he expects to win their good opinion. 

There is always a strain of unreality about a lie 
which must be clothed in the appearance of reality ; 
this makes it necessary, if the deception is to be car- 
ried through successfully, to weave other lies around 
it. Thus it grows beyond expectation. An act of de- 
ception can seldom remain alone, fruitless. It gen- 
crally leads to an interminable series of consequences. 

Don’t start a lie. You never know how big it will 


get before it stops. 
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HEATING AND VENTILATING 








MANUFACTURERS OF WEIR HEATERS 
HOLD ANNUAL SALESMEN’S MEET. 


The Meyer Furnace Company of Peoria, Illinois, 
manufacturers of the Weir warm air heater, held its 
annual meeting of Branch managers and salesmen at 
the factory on January 2nd and both the management 
and salesmen were given inspiration by what was told 
and heard that day. 

Discussions of business plans for 1919 and reports 
of what had been done in 1918 were the principal 
features of the program of the meeting, for it was the 
feeling of Mr. D. Meyer and Mr. George Harms that 
“just getting together for a good time is of no benefit 
unless that good time contains a strong flavor of 
business.” 

In the evening the entire party was entertained by 
the company with a fine dinner at the Creve Coeur 
Club and plans were made for “going after the busi- 


ness” this year. 
——-o-o— —— 


GIVES PROGRAM OF ANNUAL MEETING 
OF AMERICAN SOCIETY HEATING AND 
VENTILATING ENGINEERS. 


Several important and interesting things will make 
the forthcoming annual meeting of the American So- 
ciety of Heating and Ventilating Engineers a gather- 
ing long to be remembered. As announced by C. W. 
Obert, secretary of the organization, the yearly re- 
union will mark the 25th Annual Meeting, so that the 
Society becomes a quarter of a century old at this 
meeting. The Society celebrates its 25th birthday by 
reaching the 1,000 level in membership. In support of 
these notable events, says Secretary Obert, a splendid 
technical program is assured, and some unusual enter- 
tainment features are promised by the Entertainment 
Committee to complete the attractions to the member- 
ship that will insure one of the largest and one of the 
most successful meetings ever held by the Society. 

The Annual Meeting of 1919 will be notable not 
only for the celebration of Peace, but also as a cele- 
bration of the passing of an important epoch in the 
development of the Society. The Society has reached 
an important goal toward which it has been striving 
for years, namely, in the establishment of the long- 
sought-for Research Bureau. The present drive that 
is being made by the Committee on Research Bureau 
for the solicitation of funds, has brought with it great 
activity in all parts of the country, and has resulted in 
the addition of two new local Chapters, one at St. 
Louis, Missouri, which is called St. Louis Chapter, 
another at Buffalo, New York, which is named West- 
ern New York Chapter. The attendant result of the 
development of the membership has brought in 73 
applications for membership which are now before the 


Membership Committee for action, and many more 
are arriving daily. 

Every member of the Society is strongly urged to 
take advantage of this opportunity to be present at a 
meeting where the unusual opportunity will be given 
of hearing of the details of the proposed Research 
Bureau and of also participating in the reconstruction 
program of the Society. There will be several impor- 
tant sessions at the Meeting, among which may be 
named a Mechanical Ventilation Session, a session on 
Boiler Testing Code, and a session on Automatic Tem- 
perature Control. Eleven papers of unusual impor- 
tance are scheduled, and the tenable features of the 
Meeting will be of greater value to the membership 
than ever before. The members are urged to bring 
their ladies and guests wherever possible, as the usual 
entertainment will not be lacking. The program as at 
present outlined is as follows: 

Program of the Annual Meeting, January 28, 29 and 30, 
1919, The American Society of Heating and 
Ventilating Engineers. 


First Session, 
Tuesday, January 28, 2 p. m. 


Business Session. 
Announcement of a quorum. 
Appointment of the tellers of annual election. 
Address of the President. 
Reports of the Council, Secretary and Treasurer. 
Reports of Committees. 
Unfinished business. 
Reports of tellers of annual election. 


New business. 
Second Session, 
Tuesday, January 28, 8 p. m. 


Professional Session. 
Experiments in Air Conditioning the House, by 
FE. R. Hayhurst, M. D. 
The Argument Concerning Mechanical and Natural 
Ventilation, by Dr. E. Vernon Hill. 
The Use of Air Washing and Humidification in Our 


School Buildings, by Perry West. 
Third Session, 
Wednesday, January 29, 2 p. m. 


Professional Session, 
Air Duct Design, by Leo Kraft. 
Arrangement of Heating Pipes an Important Factor 
_ in Decay of Factory Roofs, by F. q. Hoxie. 
Dust Determinations in Air and Gases, by E. R. 


Knowles. 
Fourth Session, 
Wednesday, January 29, 8 p. m. 


Professional Session. - 
Hearing on a Code for Testing Low Pressure Heat- 
ing Boilers. (Codé published in April, 1918, Jour- 

nal, Pages.539-22.) 


he _Fifth Session, 
- ‘Thursday, January 30, 10 a. m. 


Temperature Control Session. 
Fiiel Conservation by Means of ‘Automatic Tem- 
perature Regulation, by F. A. DeBoos. 
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Report of Committee on Automatic Heat Control. 
A Test of the Conductivity of Window Shades, by 
John R. Allen. 
Sixth Session, 


Thursday, January 30, 2 p. m. 
Professional Session. 
Limiting the Fuel for Domestic Heating, by Konrad 
Meir. 
Engineer Economics of Heating, by M. W. Ehrlich. 
By-Product Coke, by William T. Harms. 





+ 
- 


GETS PATENT FOR A COMBINATION 
WARM AIR HEATER. 


Oras Miller, Spencerville, Ohio, has secured United 
States patent rights, under number 1,285,777, for a 
warm air heater described in_ the 


combination 
following : 


An air heater of the class 
described, consisting of a 
drum comprising circular 
spaced walls, a top formed 
walls, annularly 
portions 


Od 


upon = said 
spaced converging 
formed upon the lower por- 
tions of said walls, an integral 
bottom formed upon said con- 
verging portions, whereby a tapering portion is formed 
upon the lower portion of said drum, whereby said 














drum may be positioned within a stove so as to wedge 
within the bowl of the stove, thereby being held 
against accidental movement, air pipes connected to 
the lower portion of said drum for injecting air 
thereinto, an internally threaded collar formed upon 
the upper portion of said drum, and an exhaust pipe 
connected to said collar, whereby heated air may be 


conducted from said drum. 
eae _ 


GUARANTEES PRICES AGAINST DECLINE. 


The Caloric Pipeless Heater is made by The Moni- 
tor Stove Company of Cincinnati, Ohio. It has a 
double ribbed fire pot which is guaranteed for five 
years, a two gallon water pan, and an extra large ash 
door and feed door. The outer casing is of galvanized 
iron and there are three casings all together with a 
one inch air space between each. The register is set into 
the floor, directly over the heater. It is said that the 
Caloric Pipeless Heater maintains the proper fire with 
very little attention, as all drafts are regulated from 
the floor above. It does not heat the cellar which is 
a great advantage as it permits the storage of perish- 
able products in the basement. The Company claims 
that it is economical, no heat being lost through radi- 
ation in the basement and walls. With every Caloric 
Pipeless Heater there is a written guarantee which 
insures satisfaction to the purchaser. A special fea- 
ture of handling this heater is that the Company guar- 
antees prices against decline. If they are able to re- 
duce prices during the time that the heaters are booked, 
the dealer’s account will be credited with the difference 
between the price he paid and the lowest price quoted 
by the Company during that period. For more detailed 
information about the Caloric Pipeless Heater, dealers 
should address The Monitor Stove Company, 500 Gest 
Street, Cincinnati, Ohio. 
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HAS PATENTED CONE GRATE. 


The Nesbit Warm Air Heater, made by the Stan- 
dard Furnace and Supply Company, Omaha, Nebraska, 
and depicted in the accompanying illustration, is all 
cast iron. It will burn soft coal without soot, gas, or 
It is heavy and durable and has a large 
double feed door, two-piece corrugated fire pot and 
patented cone grate. The all cast iron radiator is so 
constructed as to give the best results, regardless of 
whether hard or soft coal is 
used as fuel. The products 
of combustion come forward, 
divide and pass to the smoke 
pipe through both sides of the 
radiator, if necessary. The 
radiator may be turned so the 
smoke outlet is directly 
toward the chimney and each 
warm air heater is supplied 
with a_ cleanout and 
frame to bolt on the casing. 
: An important characteristic 
eee oe fie of the Nesbit Warm Air 
by the Standard Fur- Jleater is the cone grate. It 
is supported on three bear- 


explosion. 


door 





nace and Supply Com- 
pany, Omaha, Nebraska. 


ings, two of which are in the rear of the ash pit and 
the third a dog which hooks under the front of the 
grate frame. The rear supports are hooks cast on the 
grate frame which hook into the brackets cast on the 
ash pit and allow the free action on the front part of 
the grate without becoming unhooked in the rear. The 
center of the grate is elevated by pulling forward 
on the upright lever. The grate can be entirely re- 
moved and replaced with very little trouble and in a 
short time without taking any part of the heater to 
pieces. For further details of the Nesbit Warm Air 
Heater and the Company’s other products, those inter- 
ested should address the Standard Furnace and Supply 
407-409-411-413 South Tenth Street, 
Omaha, Nebraska. 


Company, 





+--+ 


BUREAU OF MINES GIVES RULES FOR 
HEATING A HOUSE PROPERLY. 


In a pamphlet issued by the Department of the 
Interior Bureau of Mines, Technical Paper 97, the 
following summary of rules for rightly and economi- 
cally heating a house are given: 

1. The amount of fuel consumed in heating a house 
depends on many factors. Some of the factors are 
within the control of the householder; others are not. 

2. Both convenience of operation and consumption 
of fuel depend on the system of heating (and ventila- 
tion) installed, and convenience, fuel consumption, 
and first cost should be considered in making a 
selection. 

3. The heater should be large enough to meet con- 
tinuously and without attention for periods of eight 
hours the demands for heat in all weather .except the 
most sever. 

4. Heating equipment that burns satisfactorily and 
economically one kind or size of fuel may not be well 
adapted to burning another. 

5. Ascertain by experiment what fuel and what 
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method of using it are best suited to your needs. As 
a rule, the effort to obtain this information will be 
amply rewarded by the saving that will result. 

6. Attend to the fire regularly and try to anticipate 
the demands for heat. 

7. Keep the heat-absorbing surfaces of the heater 
free from soot and dust by regular cleaning. 

8. Heating systems often fail to meet the demand 
weather because of insufficient 


for heat in severe 


draft. To supply additional heat, the heater must be 
able to burn more coal. 
Q The more probable causes of insufficient 


draft are: 

a, Chimney not high enough, or having its top too 
near some tall object. 

b, Chimney, smoke pipe, or gas passages of heater 
clogged with soot or débris, sometimes through the 
breaking of a partition between two flues in a 
chimney. 

c. Leaky connection of smoke pipe to heater or to 
chimney. 

d. Accidental closing of hand damper in smoke pipe. 

e. Clogging of fuel bed by clinkers. 

{. Too great a length of horizontal smoke pipe be- 
tween the heater and the chimney. 

oo 


HEATER IS CUP-JOINTED THROUGHOUT. 


The following are some of the advantages which 
The Schill Brothers Company of Crestline, Ohio, 
claims for its Cozy Pipeless Warm Air Heater, de- 
picted in the accompanying illustration : 

It will use less fuel. 

It requires attention only once or twice a day. 

It reduces to a minimum the fire risk that exists 
with stoves. 

It will heat every room in the house, unless the 
house is above the 


a peculiar design. 

It makes usable 
the space occupied 
by stoves. 


This Company 
states that al- 
though it seems 
natural the room 


containing the reg- 
ister would receive 
considerably more 
heat than the other 
rooms, this is not 
the case. The 
rooms connected 
by open doors with 
the one in which 
the register is 
placed share al- 
most equally with 
this room in the 
amount of heat. 
The heater will 
burn hard or soft 
coal or wood. The grate is easy to handle being of the 





Cozy Pipeless Warm Air Heater, 
Made by The SchilkBrothers Company, 
Crestline, Ohio. 


average in size or 
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revolving type. A flat grate for wood can be provided 
to put over the regular grate if desired. The fire pot 
is cast in two sections or one piece ribbed, to insure 
increased durability. The heater is “cup jointed” 
throughout, making it as near gas tight and dust proof 
as possible. The outer casing of the heater is made 
of galvanized iron and the inner casing of black iron 
with one inch air space. This keeps the heat within 
and allows the outer casing to remain cool. There is 
provision made to allow a hot water coil to be attached 
for supplying hot water for domestic purposes. There 
is a direct cleanout, large ash pit, one piece bottom and 
large improved draft door. Those interested in the 
Cozy Pipeless Warm Air Heater should communicate 
with The Schill Brothers Company, Crestline, Ohio. 


COAL RESTRICTIONS ARE REMOVED. 





The anthracite committee of the United States Fuel 
Administration has removed all restrictions on the 
shipment of egg size anthracite coal, which may now 
he sent to any part of the country, including states to 
which shipments of domestic size anthracite has not 
been permitted for nearly a year. 

The committee also announced that it may be pos- 
sible in the near future to remove restrictions on pea 
coal shipments. 

i ied 


HIRING MEN REQUIRES KNOWLEDGE. 


Hiring men is, or should be, like purchasing mate- 
rials, in that there should be, first of all, definite knowl- 
edge of what is required. After ail, it is a case of 
matching qualifications against requirements. If we 
know what we want, we can check the merits of the 
material that we examine. If it is essential in buying 
a machine to lay down certain specifications, and then 
make sure that the machine measures up to them, it 
is just as important to have specifications in regard to 
the men engaged in order to check their qualifications 
against them. 

A ship without a compass would not be used in 
ocean transportation; a boiler without a safety valve 
would not be used in a steam plant. And yet in in- 
dustry there is little in many plants, that corresponds 
to compass and safety valve; or, in industrial terms. 
there is a lack of instructtons and charts. 

Anything worth defining is certainly worth record- 
mg and yet many organizations of people are work- 
ing together without any guide whatever in the form 
of standard practice, no definite idea of functions and 
duties, no charts showing relationship. The difference 
between having such charts and not having them is 
simply the difference between organization and dis- 
organization. The concern that insists on properly 
issuing complete written information covering the 
material it buys or the product it sells, should not 
deem it unnecessary to have written instructions and 
charts covering the operations of the people who use 
the material and make the product. 


In the last few hours of the war our soldiers fought 
the hardest. We cannot quit these boys now. Back 
them up by supporting the Fifth Liberty Loan. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR DOUBLE OFFSET. 
By O. W. Korue. 

Sheet metal men meet with all kinds of problems 
and especially in industrial manufacturing plants. The 
plan in this drawing shows the double offset, while the 
elevation gives the rise. The elevation is shown by 
the full line, as d-b-a-c. The miter a-c is drawn to 
equalize the angle better, so the rise is taken from the 


join them with lines and it is finished. Side edges 
should be allowed on two patterns for rivetting pur- 
poses. The apron for the bottom and top is allowed 
to suit those distances in elevation. 


a 


ELECT OFFICERS FOR PRESENT YEAR. 





The annual election of officers of the Master Sheet 
\letal Contractors’ Association of Wisconsin was held 
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Patterns for Double Offset. 


center h, in developing the pattern for side. By taking 
the vertical distance X-Y of plan and setting it as Y-X 
in diagram, and drawing a slant line X-H we have the 
true length of this side on a center vertical line. This 
enables us to sweep the true length H-X to the straight 
line and from there project it to d’, and b’.. By drop- 
ping lines and adding the apron edge we have the 
dotted view which is the pattern for side. The lower 
pattern could be developed in the same way. 

To set out the pattern for throat pick the throat line 
of side elevation c-d and set on a straight line as c-d 
in pattern. Then by dropping lines and projecting 
them over from plan we establish F-E. This gives the 
outline for pattern for throat. The pattern for heel 
would be developed in the same way by picking the 
elevation line a-b, and setting it as a-b in pattern. 
Project the plan lines G-I into pattern after which 


at the regular monthly meeting which took place Jan 
uary 9, 1919, in Milwaukee, Wisconsin. It resulted in 
the selection of the following men to carry on the 
administration for the ensuing term: 

President : FRANK ROMBERGER. 

First Vice-president: PAUL L. Biersacn., 

Second Vice-president: WiLLIAM HAMMAN. 

Secretary: O. A. HoFrMan. 

Treasurer: JosepH Ho wirz. 

Sergeant-at-arms: A. SCHUMANN, 

\ssistant Sergeant-at-arms: J. KLUBERTANZ. 

IXxecutive Committee: R. Jeske, J. Mr_cen and M. 
JOHNSON. 


~~ 
> 





The support of the Fifth Liberty Loan by the Amer- 
ican people will be the measure of their welcome to the 
returning soldiers. 
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PEORIA SHEET METAL CONTRACTORS 
ENJOY PLEASANT SURPRISE. 





Being endowed with healthy appetites, the members 
of the Sheet Metal Contractors’ Association of Peoria, 
Illinois, thoroughly enjoyed the pleasant surprise which 
National President George Harms prepared for them 
to mark the passing of the old year. They were asked 
to assemble December 30th at the Creve Coeur Club 
at 6:30 p. m. as his guests. After all had gathered at 
the appointed place, President Harms led them in 
procession to the attractive dining room of the Club 
and invited them to partake with him of a savory ban- 
quet for which he had arranged. 

After the courses had been served, Peter A. John- 
son, president of the Peoria Local called upon State 
President Rudolph J. Jobst to take charge of the 
gathering in the role of toastmaster. Many sprightly 
impromptu speeches were made and a lively good 
humor prevailed. The principal talk of the evening 
was by National President Harms. He spoke with an 
encouraging optimism of the trade outlook and urged 
greater activity and closer cooperation in the work of 
the organization. The session then resolved itself into 
the regular meeting of the local association, and the 
members departed their several ways with a feeling 
of enthusiasm which is certain to prove beneficial to all 
concerned. 


> 


MILWAUKEE CORRUGATING COMPANY’S 
SALESMEN HOLD CONVENTION. 








A week’s convention of the salesmen of the Mil- 
waukee Corrugating Company came to a pleasant end 
Friday, January 10, 1919, with a banquet at the Wis- 
consin Club, Milwaukee, Wisconsin. The remarkable 
feature of the meeting was that it represented practi- 
cally the entire personnel as it existed before the war. 
This was made possible by the far-sighted policy of 
the Milwaukee Corrugating Company in keeping their 
full sales force on the road during the year 1918. The 
firm thus finds itself exceptionally well prepared for 
readjustment and reconstruction with its organization 


intact in every detail. 
eee 


THE PRODUCTION OF LEAD AND ZINC 
SHOWS DECREASE IN 1918. 








The domestic mine output of lead and zinc decreased 
in 1918, according to C. E. Siebenthal, in a statement 
just issued by the United States Geological Survey, 
Department of the Interior. The lead and the re- 
coverable zinc of ores mined was approximately 563,- 
000 tons and 627,000 tons, as compared with 651,156 
tons and 711,192 tons in 1917. The refined lead out- 
put of smelters and refineries was 645,000 tons, 
against 612,214 tons in 1917, and the antimonial lead 
output was 22,000 tons, as against 18,647 tons. The 
lead available in the United States is 540,000 tons, 
against 515,258 tons in 1917. The output of spelter 
from domestic and foreign ore was 525,600 tons, com- 
pared with 669,573 tons in 1917. Spelter from for- 
eign ore decreased to 23,300 from 84,976 tons in 1917. 
The apparent domestic consumption of spelter was 
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440,000 tons, compared with 413,984 tons in 1917. The 
consumption figures of both lead and zinc include the 
metal shipped abroad for use of the American Ex- 
peditionary Forces. The average price of lead at New 
York was 7.6 cents a pound and of spelter at St. Louis 
8 cents a pound. 





OPENS A SHEET METAL WORKING SHOP. 





Catalogs and price lists of supplies in its line are 
desired by the Peru Sheet Metal Shop, 924 Peoria 
Street, Peru, Illinois, which has just opened for busi- 
ness. The new shop is planned for work in tin roof- 
ing, guttering, warm air heater installation, automobile 
radiator repairing and the like. The firm is composed 
of practical mechanics who have had many years of 
experience in the sheet metal industry. 


~~ 





HAS BEEN TAKING AMERICAN ARTISAN 
MORE THAN THIRTY YEARS. 





To AMERICAN ARTISAN AND HARDWARE RECORD: 

Please find enclosed check for Two Dollars in re- 
newal of my subscription to January 12, 1920. I have 
been taking this paper for over thirty years; and | 
expect to take it as long as I can borrow the money 
to pay for it. 

Yours respectfully, 
FRED. WARK. 

Faribault, Minnesota, January 6, 1919. 


— ———_---+-9 6 


IS BUILT FOR HEAVY SERVICE. 





The Number 21 Coil Fire Pot, shown in the accom- 
panying illustration, made by Clayton and Lambert 
Manufacturing Company of Detroit, Michigan, is con- 
structed to withstand the most severe service. The 
tank is of heavy gage seamless drawn steel, tinned in- 
side and out to prevent rust and fitted with the 
Patented Cushion Protection Band which protects the 
base from injury. It has a large 
funnel and filler, heavy uprights, and 
large valve. There is also a heavy 
malleable top plate and one piece steel 
shield. The burners and coils are 
made of extra heavy steel. A good 
rubber bulb supplies the air pressure 
and it is fitted with a patented auto- 
matic brass pump. All fittings are 
said to be extra strong and heavy 
This fire pot produces a steady blue 
flame of intense heat and works per- 
fectly in windy weather. It can be 
used by tinners, roofers, plumbers, 
electricians and metal workers and is smokeless, noise- 
less and odorless. For more particulars and catalog, 
address the Clayton and Lambert Manufacturing 
Company, Detroit, Michigan. 





Number 21 
Fire Pot, Made 
by Clayton and 
Lambert Manu- 
facturing Com- 
pany, Detroit, 
Michigan. 


The proceeds of the Fifth Liberty Loan are to be 
used to bring our soldiers and sailors back and restore 
them to the useful occupations of peace. Every true- 
blue 100 per cent American should have a part in this 
work. 
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GIVES PATTERNS FOR CURVED VALLEY. 


Answering the inquiry of a subscriber for patterns 
jor dormer window valleys according to sketches, 
the accompanying drawing and explanation by O. W. 
Kothe shows how this is done. This is a butt miter 
problem and is developed accordingly. 

The semi circle dormer Figure 1. is first drawn, 
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using the cross sectional lines from Fig. 2 as well the 
spaces from the roof line. 


~~ 


MAINTAINS EFFICIENT SERVICE. 





The Berger Brothers Company of Philadelphia, 
Pennsylvania, are manufacturers of tinners’ and roof- 


ers’ supplies. In the accompanying illustration is 





describing the arc to suit 
radius and proportion. é 7 





Then to one side as at the - 





right in this case draw the 








roof line, which we show 
on a 45 degree line. This 
line must be made to suit y 
the pitch of the roof, and 
must be either taken from s 
the job or plans. Divide 
one quarter of a semicircle r 
in any number of equal + 

! 

' 

















spaces as I to 6. From 
each of these points extend 
them in to the roof line, 


























taking care so all these 
lines are parallel to the 























line. This established mie 
points 1’-2’-3’ -4’-5’-0’. 
Now the one side of val- 
ley must take the same 
So.pep 


curvature as the design in 
Fig. 1, while the other 
half of valley follows the 
slope of roof parallel with 
the semicircle. So pick the 
girth from the section as 
I-2-3-4-5-6 and set them on 
line a-b as shown Draw 
































stretchout line and then 

from each point in roof 

iine square up lines thus intersecting those in stretchout 
of similar number as 1”-2”-3"-4”, etc. This gives the 
miter cut line, and to add the width of side set dividers 
to say, 10 or 12 inches according to as wide as the 
side of valley must be. Use points 1”-2”-3”, etc. as 
centers and strike arcs as shown. Then draw an arc 
tangent to these arcs and you have the pattern “A.” 

This side of valley which fits against the roof must 
have a length of 1’-6’ of roof line, and hold the same 
diameter of section. So pick the spaces separately 
from roof line as 1’-2’-3’, etc., and set them on a line 
ihe sectional lines u-1 ; v-2 ; w-3; x-4; y-5, and set them 
as 1’-1”; 2’-2”; 3’-3”, etc. This gives the roof line 
as in pattern “B” as 1’-6’. Erect lines from these 
points and then with dividers or trammel points pick 
miter cut. To this add the width of valley, and then 
edd laps on all patterns for double seaming, as the 
detail “D” shows. Make a good seam and solder it 
securely. 

The same treatment would be applied to Ugee 
curved dormer in Fig. 2. In this case we use a third 
pitch roof line. r-m equal the base line and is 12 
inches, while r-n is the rise or 8 inches. The pattern 
“C”. is the side which fits on the section, while the 
other side would be developed similar to “B,” only 


Patterns for Dormer Window Valleys. 


shown the Wrought Star Ear for wash boilers which 
is made by this Company. These ears are said to be 
perfectly even and some of them can be obtained in 
The Company's 
motto 1s: Everything 
Must Be Right,” and they, 
at all times, have in mind 
their cus- 


brass. 


the welfare of 
tomers, endeavoring to give 
prompt and efficient serv- 
ice. Their stocks are very 
large and the latest modern 
facilities enable them to 
serve their customers’ in- 
terests to the best advan- 
the many 
years they have been in business they have built for 
themselves a reputation which is enviable. Dealers 
would do well to write to the Berger Brothers Com- 
pany, Philadelphia, Pennsylvania, requesting a copy of 
their latest catalog. 





Wrought Star Ear, Made 
by Berger Brothers Company 
of Philadelphia, Pennsylvania. tage. 


During 


ae 





Your Liberty Bond subscription is the measure of 
your patriotism. More than ever will this be true of 
the Fifth Liberty Loan. 
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IS AS NECESSARY AS HIS TOOLS. 


Po AMERICAN ARTISAN AND HARDWARE RECORD: 

To me your journal is just as necessary as the tools 
with which | de the work of my trade as sheet metal 
| cannot get along without it. 

Yours truly, 


A. J. 


worker. 


, sa3 
BRIDGES, 


Bedford, lowa, January 7, 1910. 





CAN BE TAKEN OFF AND RELAID. 


Cortright Metal Shingles, as shown in the accom- 
panying illustration, are ornamental as well as econom- 
ical and serviceable. These shingles have a side-lock 
which is an absolute lock and cannot become unhooked 
ifter the slates or shingles are laid. They cannot be 
pulled apart yet at the same time they provide for 
contraction and expansion of the metal. In locking 
them, there is no danger of leaving them unhooked 
at any point, as the lock is always in view and is so 
constructed as to throw the slate or shingle square 
with the preceding one. At the top of each shingle 
three steps or corruga- 
tions are formed and 
are stamped or raised 
high enough to prevent 
any rain or snow from 
driving up under the 
shingles after they are 
laid. The Cortright 
Metal Roofing Company 
of Philadelphia, Penn- 
sylvania, the manufac- 
turers, state that this is 
an exclusive feature of 
the Cortright roof. 
shingles are 





These 


Cortright Metal Shingles, Made 
easy to put on, all that 


by The Cortright Metal 
Roofing Company, 
Philadelphia, Pennsylvania. 


is necessary being a pair 
of shears, hammer, nails and an ordinary knowledge 
of mechanics. There is no solder to use and no seams 
to make. Theyeare made from galvanized sheets that 
have a special tight coating which is said not to crack, 
scale or peel in the stamping. The roof that has Cort- 
right Metal Shingles may be painted any color desired. 
They afford protection against fire, will not crack and 
fly off and also are protection against the driving snow 
and rain. They can be taken off and relaid on another 
roof with little damage or waste, and transported to 
any point without injury. They are also considered 
lightning proof and will not need constant repair. lor 
further details and catalog, those interested should 
address the Cortright Metal Roofing Company, Phila- 
delphia, Pennsylvania. 
~>- 


THE MIDDLEMAN IS ESSENTIAL. 
There is some talk among producers at this present 
time of “eliminating the middleman” and from some 
viewpoints this might be considered a new thought, 
but it is really very old. We have had it almost as 
long as we have had the middlemen. There has been 
much looseness of thought in this connection, a fail- 
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ure to discriminate between cases of the middleman 
performing a definite and legitimate function in com- 
merce, and cases of the middlemen getting “in be- 
tween” simply because the manufacturing trade was 
demoralized or regular sellers and regular buyers had 
not established regular and natural connections with 
each other. Trades frequently pass through such 
transitionary periods. 


GIVES SOUND INSTRUCTION. 





To AMERICAN ARTISAN AND HARDWARE RECORD: 
Your paper helps me in many ways. It shows the 
sheet metal contractor the latest and best in his line and 
it is always clear and sound in its instructions. 
Yours respectfully, 
W. E. Bricas. 


Clayton, Illinois, January 6, 1919. 


ata tlidlaidetenadinincneaees 
NOTES AND QUERIES. 
Auto Radiator Cores. 
‘rom Hamilton and Hamilton, Knoxville, Iowa. 
Please advise where we can purchase auto radiator 
cores for repair work. 
Ans.—You can obtain these from the F. L. Curfman 
Manufacturing Company of Maryville, Missouri. 
Refinishing Cash Registers. 
l'rom A. S. Erickson, Box 318, Ames, Iowa. 
Kindly let me know who besides the National Cash 
Register Company refinishes and regilds cash registers. 
Ans.—Julius bender, 901 West Madison Street ; and 
kK. Schmaus and Son, 4228 North Lawndale Avenue, 
both of Chicago, Illinois. 
Metal Road Signs. 
‘rom the Newman Hardware & Stove Company, 904 Broad- 
way, Columbia, Missouri. 
We would like to know who makes metal road signs. 
Ans.~—Cross Press and Sign Company, 1510 Dayton 
street; IP. F. Cordell and Company, 647 West Madi- 
son Street; and Zero Marx Sign Works, 126 North 
eoria Street; all of Chicago, Illinois. 
City Ordinance. 
112 Central 


from Harmon and Zell, \venue, West Duluth, 


Minnesota. 

Can you tell us of some cities that have ordinances 
making it necessary for sheet metal workers to take 
examinations before installing warm air heaters, etc.’ 

Ans.—The following cities have such ordinances: 
()maha, Nebraska; Columbus, Ohio; Milwaukee, Wis- 
consin; and Camden, New Jersey. 

New Process Impervious Coated Black Iron. 
‘rom the American Heating and Supply Company, Quincy, 
Ilineis. 

Will you please tell us where we can obtain New 
Process Impervious Coated Black Iron? 

Ans.—You can purchase this from the Hoyt-Noe 
Steel Company, 817 West Washington Boulevard, 
Chicago, Illinois. ; 

Blood Scythe. 
Krom McQuesten Hardware Store, Muscatine, Iowa. 

Kindly give us the address of the manufacturers of 
the Blood Scythe. 

Ans.—American Axe and Tool Company of Glass- 
port, Pennsylvania, manufactures these scythes. 
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1,285,813 
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NEW PATENTS. 


1,285,543 
, 1.285.311 
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William Hollingsworth 


Serial No. 128,284. 


1,285,203. Hedge-Trimmer. 
Jaeger, Trenton, N. J. Filed Oct. 28, 1916. 


1,285,204. Hose-Clamp.. Christian Jensen, Battle Creek, 
lowa. Filed April 1, 1916. Serial No. 88,213. 
1,285,239. Soldering-Iron. Andrew A. Kramer, Kansas 


City, Mo. Filed May 27, 1918. Serial No. 236,751. 
1,285,249. Window-Lock. William E. Lalley, Seattle, 
Wash. Filed July 29, 1918. Serial No. 247,234. 


1,285,275. Ventilator. Albert McAllister, Pittsburgh, 
Pa., assignor to Asbestos Protected Metal Company, Pitts- 


burgh. Filed July 18, 1917. Serial No. 181,259. 


Clothes-Line Support. Carl Mohar, Sheboygan 


Serial No. 67,703. 


1,285,311. 


Wis. Filed Dec. 20, 1915. 
JZenjamin G. Moseley, Gra- 


Serial No. 243,107. 


1,285,316. Wire-Stretcher. 


ham, Tex. Filed July 3, 1918. 


1,285,323. Animal-Trap. Charles D. Neely, Chicago, III. 
Filed July 11, 1918. Serial No. 244,462. 

1,285,350. Tool. Charles A. Palmgren, Chicago, Ill. 
Filed Oct. 11, 1916. Serial No. 125,068. 


1,285,428. Washing-Machine. Henry M. Sheer, Quincy, 
Ill. Filed June 3, 1915. Serial No. 31,914. 

1,285,513. Combination-Tool. William TT. Wheeler, 
Nashville, Ore. Filed Feb. 21, 1917. Serial No. 150,090 

1,285,543. Hose-Coupling. John B. Yarnell and Frank 
Mertz, Johnstown, Pa. Filed June 28, 1916. Serial No. 
106,459, 

1.285.544. Cork-Puller. Austin A. Yates, Rensselaer, 


N.Y. Filed July 22, 1918. Serial No. 246,058. 


Arthur R. 


1285554. Attachments for Try-Squares. 


Boehm, Hartford, Conn. Filed Nov. 24, 1917. Serial No 
AV} 748, 
1,285,592. Tool for Setting Teeth of Cross-Cut-Saws. 


\ugust H. Bastian, Hillsdale, Ore. Filed July 17, 1917. Serial 
No. 181,156, 
Charvat, Jr., Chicago, Il) 


John 


Serial No. 232,828 


1,285,621. Percolator. 
Filed May 6, 1918. 

1 2R5, 756. Farm-Gates. William McGee, Ap- 
Serial No. 238,206. 
Wire-Stretcher I:zekiel HH. Moss, 
Kiled Feb. 26, 1918. Serial No. 219,275. 

William 

1918. Serial No. 221,785 


Latch for 
ple River, Il. tiled June 4, 1918. 
1,285,781. Lovell 
Okla. 


1,285,782. Stovepipe-Anchor Munstermann 


\ntelope, Kans. Filed March 11, 


folding Square. Timothy M. Shea, Knoxville 


1918. Serial No. 236,570. 


1,285,811 
Tenn. Filed May 25, 


1,285,830. Soldering-lron. James J. Stiffey, Conemaugh, 


Pa., assignor of one-third to Matt Marohnich and one-third 


to Louis Prostredny, Johnstown, Pa. Viled Dec, 29, 1917 
Serial No. 209,502. 
1,285,858. Bread-Pan Clip. William A. Whalen, Phila 


1917. Serial No. 190,214. 
Ventilator. Albert Blist, San 
1918. Serial No. 225,938. 

Reed J. Clark, Jr.. Youngs 


Serial No. 248,789 


delphia, Pa. Filed Sept. 7, 


1,285,908. Francisco, Cal 
Filed April 1, 
1,285,943. Washing-Machine. 


town, Ohio. Filed Aug. 7, 1918. 


1,285,997. Vise. Clifford M. Herbert, Rutherford, N. J 
Filed Jan. 2, 1918. Serial No. 210,022. 


Lock. Joseph Koleszar and John Gabosh, 


Filed March 28, 1918. Serial No. 225,198. 


1,286,026. 
Newark, N. J. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL TRADE FAVORS OPERATIONS AT 
‘FROM 60 TO 70 PER CENT OF CAPACITY 
UNTIL SPRING. 


Advices from steel manufacturing centers indicate 
that the trade favors the continuance of operation at 
from 60 to 70 per cent of capacity during the next 
three months. After that the volume of business will 
rest in the hands of the general trade situation, and 
will depend largely upon the peace settlement and the 
lapidity of readjustment. 

This capacity will represent operation necessary to 
produce the steel already under contract, and which 
has been specified against by consumers. The estimate 
also includes some hand-to-mouth business, the busi- 
ness that will develop as a result of the demand for 
agricultural products and some export business. 

In the opinion of trade observers the industry has 
been brought to a standstill so far as investment buying 
is concerned by the uncertainty with regard to prices 
It was believed that this question had been settled for 
the time being by the tacit adoption of the prices pre- 
pared by the special committee of the Iron and Steel 
Institute for submission to the War Industries Board. 
but the action of the Department of Justice in an- 
nouncing its.intention to enforce strictly the provisions 
of the Sherman law cast doubt upon that plan, and 
the trade is at present more or less at sea. 

Consumers are hopeful that the uncertainty will 
result in chaos in the trade, but there is no indication 
that this will be the result of the Department’s an- 
nouncement. The steel trade has always sold _ its 
products at a more or less common level, and there is 
little probability that it will change its tactics now. 
The situation, in the opinion of some interests, simply 
Iorces the various interests to “follow a leader.” The 
announcement made by Mr. Gregory specified “con- 
certed” action. There will be no concerted action, but 
in the absence of facilities for ascertaining costs some 
of the independents will doubtless adopt the schedule 
of prices used by the leading interest. Independents 
in general are not generally disposed to follow the lead- 
ing interest, but it is said that the situation presented 
by Mr. Gregory’s action leaves no alternative. There 
is no objection raised to the statement; it is admitted 
that the warning was more or less friendly, but the 
attitude exhibited by the Government in view of the 
practical requirements of the situation is nevertheless 
regretted. 


STEEL. 
There has been no indication of a weakening in the 


position of the steel mills on the question of prices. 
The quotations are held fairly close to the schedule 
suggested by the Iron and Steel Institute committee 
for the guidance of the War Industries Board, but 
lower prices are being quoted on some items. 


The demand is largely of a character that can disre- 
gard prices, and there has been little or no pressure 
put upon the mills for a reduction in prices. The mills 
are not expected to make reductions voluntarily until 
they are forced to take new orders to keep their mills 
going. At the present rate of operation some of the 
mills will .be busy longer than others, but none is ex- 
pected to be wholly free before early Spring. Prices 
are high, but so are costs, and no reduction in either 
is expected. 


COPPER. 

The copper market has hardly shown any change 
since the metal was restored to free trading, and as no 
sizable demand has developed, and is not expected 
before another month, the quotation of 23 cents given 
by producers as for export and also for domestic con- 
sumption is entirely nominal. 

It is known that resales have been made at 20 @ 21 
cents, but the tonnage turned over is small, and pro- 
ducers do not expect any heavy underselling. The 
present high cost of production is preventing much 
lower prices for the metal. Producers are gradually 
curtailing output to avoid a heavy accumulation of 
the metal. 

The situation continues unsettled and nothing ap- 
proaching what may cause a free trading basis has 
yet been reached between buyers and sellers, and the 
uncertain and doubtful state of things may continue 
for some weeks. It could easily be changed if it could 
be reported that good sales have been made for export, 
and the price paid would be a guide to our American 
consumers as to a safe basis for them also to buy at. 
But the European buyer does not seem, by his necessi- 
ties, obliged to make any early decision, and the serious 
unsettlement in Europe makes any move to normal 
business activity impossible at present. 

l‘urther evidence has appeared to prove that British, 
French and Italian consumers are getting ready to buy 
a considerable tonnage of copper. The Copper Export 
Association received a bid of 19 cents last week from 
England for a large quantity. There is every indica- 
tion that European countries are further along with 
industrial readjustment than we are and that they will 
Le the first large buyers of copper to come into the 
market. 

It is understood to be the plan of the copper mining 
companies to put in effect immediately the old sliding 
scale of wages that prevailed before the United States 
went into the war. This will mean a reduction of 75 
cents to $1 per day in the wages of miners. Of course 
this may lead to strikes; but if general conditions are 
to return to anything like those that prevailed prior to 
the war the copper mining industry will not stand a 
wage scale of $5.25 to $6.25 a day. 
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TIN. 


There is no change in the market for tin, as the 
Government control has not been relinquished, and 
actual trading in spot as well as futures is practically 
absent. It is generally expected that the Government 
will find a way out of the situation which has taken all 
business away from tin importers. All other metals 
have been restored to free trading, but the Government 
wants to dispose first of its holdings, estimated at 
10,000 tons. If there are any plans being made to 
clear up the tin situation the trade is entirely in the 
dark regarding them, and meanwhile business is at a 
standstill, and from reports being received from con- 
sumers their consumption is almost in the same 
condition. 

If the arrangement is to continue that no imports 
are to be allowed until the Government stocks are dis- 
tributed at 72.50 cents, then the consumption of tin 
in the United States in the next few months is going to 
be the smallest in a decade or more. This is not ap- 
preciated abroad or the decline in prices there would 
be much greater than it has been so far. 

There continues to be practically no demand. Deal- 
ers report that they are still hearing from consumers 
who have an oversupply of tin and wish to sell. Ap- 
parently, however, no permission has been granted 
since the last regulations were announced. 


LEAD. 

The lead market is stagnant. Buyers show no inter- 
est in the metal. Sellers are also indifferent and are 
not pressing any lead for sale. Both sides are marking 
time, waiting for something to turn up. 

SOLDER. 

No further changes have occurred in the prices for 
solder, the quotations remaining as follows: War- 
ranted 50-50, per pound, 44 cents ; Commercial, 45-55, 
per pound, 40.8 cents; Plumbers’, per pound, 37.7 
cents. 


SPELTER. 

There is a slight improvement in demand from con- 
sumers, but only for prompt and January shipment, 
and business has been done at around 7.55 cents to 
7.50 cents f.o.b. East St. Louis basis for prime West- 
ern prompt and January, the sellers being producers 
who, while ready to move stocks they have ready for 
shipment, are at the same time not sellers at the present 
market for futures. 

Neither buyers nor sellers show the slightest interest 
in February, March and April, and meanwhile the 
market for these deliveries is at a standstill. 

It is believed that a change in demand may develop 
any day especially with the galvanized sheet iron trade 
and it will be interesting to see what the producers’ 
attitude will be when this takes place. Prices are so 
low and stocks of prime Western so small that should 
the market show any improving tendency it would pro- 
ceed easily in the direction of better prices, and this 
would bring in many buyers who are holding off be- 
cause they see no demand or movement in the metal. 

Dealers are out of the metal, and waiting for some 
signs of activity to take a part again, which part wil! 
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be on the buying side, as no one is likely to sell spelter 
short at present low levels. 

No change marked the zinc ore market for the open- 
ing week of the New Year. The first zero weather of 
the season was expected to strengthen the market 
slightly, and it was at first believed all ore would bring 
$45 a ton, basis price, but this proved to be a false hope. 
Some lots did bring that figure, but most of the ore 
went at $42.50. 


SHEETS. 

The American Sheet and Tin Plate Company re- 
ported last month that it had sufficient business in sight 
to keep its plants going 85 per cent full for four 
months. The Farrell, Pennsylvania, plant, which ran 
only part time during the summer, was brought up to 
100 per cent on December 9, and the Scottdale, Penn- 
sylvania, works, which were idle much of the summer 
were started again full time early in December. 

Actual cancellations at the ending of the war were 
nil, although suspension of a fairly large tonnage was 
ordered. One good sized direct government order was 
cancelled and this was for helmets. This contract was 
made only about a week or 10 days before the armis- 
tice was signed and no work had been done on it. In 
all other instances, manufacturers refused to cance!. 


TIN PLATES. 

I-xports in the first nine months of 1918, which is 
as late as statistics are available, were 211,798 gross 
tons of tin and terne plate, as compared with 172,678 
gross tons in the same period in 1917. An even greater 
tonnage might have gone out if it were not for the 
fact that Japan having obtained all the tonnage that 
was allotted in connection with the deal whereby this 
country provided steel in exchange for ships, several 
hundred thousand boxes that had been ordered were 
held up at Pacific ports. It is probable that these de- 
layed shipments now will be allowed to leave the 
country. 

OLD METALS. 

Wholesale quotations in the Chicago district, which 
may be considered nominal, are as follows: Old steel 
axles, $28.00 to $30.00; old iron axles, $28.00 to 
$30.00; steel springs, $20.00 to $21.00; No. 1 wrought 
iron, $21.00 to $22.00; No. 1 iron, $22.00 to 
$23.00 all net tons. Prices for non-ferrous metals are 


cast 


as follows, per pound: Light copper, 13 cents; light 
brass, 8 cents; lead 4 cents; zinc, 4 cents; cast 
aluminum, 171% cents. 

PIG IRON. 


Domestic demand for pig iron is still quiet and con- 
certed buying by consumers is still missing, as the 
present price level is not considered attractive enough. 
For export there are several inquiries in the market 
but the volume of business actually placed is small in 
comparison with the inquiries. While European condi- 
tions are still unsettled and no considerable tonnage 
is expected to be placed from Europe in the near 
future, sellers are looking with more interest to the 
Far East and to South America. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 



































METALS. __.. LEAD. ; AUGERS BEATERS. 
INT one kG ae ein ” 2 Cc Per d 
| TCD en, SERIE ERY 3 75| Boring Machine...........0.0+++ 60% | Carvel. er doz. 
IN ears asa acpiatg S mun ere eae 25%, No.7 Tinned Spring Wire. -* 10 
eae Sheet. a eae 50% | No. 8 Spring Wire coppered... 1 50 
Full coils....... per 100 Ibs. $10 00 | No.9 Preston.......-.+++4++ 1 75 
PIG IRON. Cut coils........per 100 lbs. 10 25 
ren Hollow. | Ege. Per doz. 
Basic.... iieea $34 40; TIN. Ne per doz. 3000! No. 50Imp. Dover........ $110 
Northern Fdy., No. 2. 34 00, Stearns, No. 3..... e 60 00} No. 102 “ “ tinned... 1 35 
Southern Fdy., No. 2 NN Cee ere . 764 | No. +4 oy “* hotel... 2 10 
Lake Sup. Charcoal 38 + 4 I ata acess a tg ln i Nominal | No 40 Heavy hotel tinned... 2 10 
Malleable.......... tk Jo. 0 
- “ | Post Hole. No. 4 “ “ “ 2 60 
HARDWARE. | Iwan’s Post Hole and Well..... 25%! No. 18 “ “ “ 4 50 
FIRST QUALITY BRIGHT Vaughan's, 4 to 9-in.. .per doz.$13 00) 
TIN PLATES. 
| Hand. 
Per doz ADZES. Ship. 8 10 12 
Ic OE cs ccwee ... $15 95] Ford's, with or without screw, Net list] Per doz. $11 50 13 "00 1475 18 00 
iS eee ae 60 | Carpenters’. | stents 
IXX sina ah iandaink -+- 1940] ptambe Net | Moulders’. 
+e he er ee ee wee eat AWLS. i ed . 20 00 
fats 2 oF 4 95 | Coopers’. Brad. am Ge 
Ic er 31 20) e , Tet | M | 
IX Bonaes 2220 3S 20/ White's. .2.0020cLLIUITIIIIINet| No 1080 Mandied,” “PT Go) BELLS. 
XXX 50228 apneic peta 30| Railroad. Shouldered, assorted 1 to 4, an. ” 
(oe ED ~~ lalla ee ee Pree aerre pergro. 400! 3-inch Nickeled Rotary Bell, 
IXXXX 20x28........-. 43 80 | FRM. Ses cckvesesnerenceaes Net Patent asst’d,1to4.. $ 85 Bronzed base...... per doz. $5 50 
COKE PLATES. AMMUNITION. iin ~— = vane 
. DIE. 5 6c hcaceeewennanawen 0 
Cokes, 180 Ibs...... 20x28 $17 70| Caps, Percussion—per 1,000. RO os 1 05) 
Cokes, 200 Ibs... ... , 20x28 18 00! F.L..W aterproof, 1210s... 20&24%  Patent.............- 1 00! Door. Per doz. 
Cokes, 214 Ibs.......IC 20x28 18 60] G. D. .. + 20&24% | Ne 7 
Cokes, 270 tbs.....-1X 20x28 21 We PROM cones. ccnecens 20& 24% — e.. 2 + oS 
| Shells, Loaded. _ Lins alee ed 1 eo] 3 <n. Old Coner Bell fancy. $ oO 
BLUE ANNEALED SHEETS. | Loaded with Black Powder. 20&2}% Patented... .......++ “ 75| 3 -in. Nickeled Steel Bell. 6 00 
| Loaded with Smokeless Powder, 3}-in. Nickeled Steel Bell. 6 50 
No. 10 ....-..per 100 Ibs. $5 17} medium grades... 20&2}5% 
Dan leliliacelaete age “per 100 Ibs. "§ 22 Loaded with Smokeless Powder, | Hand 
No. 14 til... ...per 100 Ibs. § 27] high grade............. 20&24%| Scratch. —" , - 
a ORs oxcnccueks per 100 lbs. 5 37 | Winchester om castes mood Id. per doz. 2 50) Went pe. peat PT 18% 
es No. 34 F Bc cosweecesnreel Mp 
| a Peogeter Grade. 20&2}39 List, og 1 “ _— pre 35-40% | — PES 0:00% eeswnesenas 4 
ONE PASS COLD ROLLED BLACK Smokeless Leader Grade. . . 0&2 | 0; No. 7 Stanley ” 2 25) WISB. wees ccccccccccececoeds £0 
| Black Powder... ......... 20&24% | Silver Chime. .............++- 10% 
OO Sree per 100 Ibs. $6 02 U.M.C. - AXES 
ei ee per 100 lbs. 6 07 wail ‘ led ‘ Miscellaneous. 
NO. 26.....20eeeees per 100 Ibs. 6 12] Nitro Club. ........... +. 20&24% Boys Handled. Church and School, steel alloys. . .30% 
BR Pian ws wae anne per 100 lbs. 6 17] Arrow.............. +++ 20&24%! Niagara............. ” 12 SO] farm Ibs... 40. 50 75 100 
SE per 100 lbs. 6 22| New Club............. - 20&247%) | Bach. ...... $3 00 375 550 7 25 
GALVANIZED. Gun Wads—per 1000. | Broad. | BEVELS, TEE. 
Sn ee per 100 Ibs. $6 82} Winchester 7-8 gauge. . $2 25 Plumbs, West, Pat........ er Stanley's rosewood handle, new 
Ee RS 100 lbs. 6 97 a 9-10 gauge....... | 94] SR: Siicoencnwe i if aR eeereees Nets 
No seccees DOF 11-28 gauge 1 63 , ; 
ae per 100 Ibs. 7 12 <5 gauge. . S| *  Firemen’s (handled), Stanley’s iron handle............ Nets 
_ aes per 100 Ibs. 7 27 | Powder. Each aie ree. & a 
| EE rn: per 100lIbs. 7 42 DuPont's Sporting, kegs. ....$11 25) BINDING CLOTH. 
Misia  xcoes 100 Ibs. 7 57 “ “  § kegs.... 5 90) Ss 
9 30 a 100 oe ‘ pd ” - 1 kegs.... 3 10) \Zinced Ste a a al aici sects 55% 
Pas siecoeadid p . 7 DuPont's Canisters, JH >: Beate re Single Bitted (without handles). SS ki tdheddakeeeenncecmsnian 40% 
Ib. oo JIL 
e “ abe >> ; Prices a er 60% 
POLISHED SHEET TEEL. " Smokeless, drums. .. 43 50 Warren Silver Steel. . on application 
2 . re. = - 00 Warren Blue Finished . - BITS 
_ | per 100 lbs. $7 82 « « f — oe Oe 75 Matchless Red Pole......... $11 50 Anger “ 
Re ic wcbadaenen per 100 lbs. 7 87 “ “ pe sol 1 00 ‘ , . 
on - ennings Pattern............. 20% 
ee ee per 100 lbs. 7 92 
. L. & a. Orange, Extra Sporting } > Si eeerae List plus 5% Te 
PG Divscesrstexnwes per 100 lbs. 8 02 11 25 . Ford’s Shi 
"Or tees ence ee eceseses Double Bitied (without handles). c | 
L. & R. Orange, Extra Sporting Nic acacia ave Giana acaeoul 35% 
EEE EN is 5 90| Warren's Natl. Blue, 3$ to 44 Russell Jennings..............15% 
SMOOTH SHEET STEEL. L. & R. Grane Extra Sporting _ Re. Prices on application Steer's " peeve: "et es te 
Per 100 lbs. | L. & R. Orange, Extra Sporting The ahevegeionns on axes of 3 to 4 Ibs. “Large “ $26 00.... "3% 
Wood’ 3 Smooth ae 727\1 @ m, = ng +f 56| are the base prices. roe Cx... + *gpsneecees zene 35% 
: range, Extra Spor ing ord’s ip Auger pattern 
No. 22-24...... 7 32 § Ib. canisters.......... 32 ks es teekeckennase List plus 5% 
oo “ No. 25-26...... 7 37/L. & . pam, Se Extra Sporting ‘ | Cc 10% 
o “ N << ” aes ° canist Sete oa, S 2 enter eee een ene ee nee eee eeeeee 0 
se _ = 7 42) Hercules"E.C.” and “infallible” BAGS, PAPER NAIL. 
ee 7 $2 
ee 43 50 C : 
Hercules “‘E. C.,"’ kegs... .. 22 50] Pounds..... 10 16 20 25 |Countersink. 
“ " bekegs....... 000... 0 750 900 $2 25 
PATENT PLANISHED SHEET Hercules E. C.." he “kegs... 11 25] Per 1,000....$5 00 65 ie. = Wheeler's . + par Gas $2 5 
IRON Hercules Sete, 25 can pat 
ay ks cia 22 00 American Snailhead. “ 1 75 
Patent Planished Sheet Iron, Hercules “ Infallible.” 10 can “ —_ ct = : + 
100 Ibs., base No. 28...... $11 55 - hao ivan sadiaswaee 9 00 BALANCES, SPRING. Mahew’s Flat..._. —. 1 60 
ercules “E. C.,"" }-kegs....... 5 75 ‘as Snail..... c = 1 90 
ish teckdict ics wii een 
Hercules “E.C.” and“‘Infallible” Felcuss % 
BAR SOLDER. ee 1 00 Dowel 
Warranted, 50-50....... per lb. 44 c ee } ag 30 Cal. Rifle, 1 25 Russell Jennings. ........+0+0015% 
Commercial, 45-55...... “ — 40.80c ies taba epetaekes at: BARS, CROW. 
Sites ns 37.70c Hercules Lightning Rifle, 
ia ica “e canisters............-.. 1 25) Pinch or Wedge Point, per cwt....$8 SC Gimlet. 
Hercules Sharpshooter Rifle, 
SPELTER. RS sar ixcenewicm ews 1 25 Standard Double Gut. $1 10—$1 60 
IE: cdeick scinvitodsanetel Bjc| Hercules Unique Rifle, canisters 1 50 Countertia&.....0000. 7 -Dos'l $8 
Hercules Bullseye Revolver, BASKETS. 
SHEET ZINC Ss twisted andeaness 1 00; Clothes. Res 
. a ——_ 
SN ite edn ein aeueh eae 18c) , pag Seetiens Witton Weekes as ay 17 oc| Standard Square....... - Doz. 2 50 
Less than cask lots....$18 50 to 19 00) — - rod So a ‘sc ar > Large Willow........ “ 20 0 American Octagen. . . . 2 50 
Po Driver. 
anesenas onerpenintagee Galvanised Stee. bu. 1 bu. 1} bu. — 
Co —* Board and Paper, upto ne” 17c per Ib. . 1 Common..... ome 1 40 
pper sheet, base.............. 33c Thicker......18cperlb Perdoz...... $11 50 $17 00 $22 io 26 Stanley. ..... 175 
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BLACKING. | STOVE. See Polish 
ADES 5 aw! olish)} Well. 
Butchers’. a ~ Yoousht Iron Rivesed $8 00 
id OSE doz. 
Clock Spring. ss rsssvsvssNS | BURRS, RIVETING. 
ie ade ate prinitongan teeta ee [Cc r Burrs only ery 25% above list 
or ° Tinners’ Iron Burrs only......... .30% 
Hack. 
Atkins.......... ita et 5% 
i scctcsennes btenneenesaes Nets BUTTS 
q EE a ne ee 7% 
= 60 Wrought Brass (New List).....Plus5 
Nos. a 66 Wrought Steel, Bright. ........... 40% 
OB. ccccccere $800 $850 $8 00 Wrought Steel, Japanned....Net prices 
Atkins 
OB. cccccccces 14 
$385 $650 $475 CALIPERS. 
oe eee Nets 
BLOCKS. Inside and Outside.......... “ 

Snatch. a ncdeecanie ee neeee ese aes 
Wooden........ ee Plus 10% 

Tackle. CALKS. 

Iron Strapped............ Plus 10% | Logger’s Boot. 
(Lufkin R. Co.’s), per M...... $7 00 
BOARD Toe. 
Stove. s. Blunt gah anton “— prone, 
: Se ER vncenneaniewss 
Wabash Grlental. 222: Ht Prices! Sharp, 1 prong, per 100 lbs.... 6 50 
Wabash Mosaic......... = 
Wabash Delft Enameled... ‘“ 
Wabash Art Inlay....... CANS. 
Milk. 

Wash. Elgi P - 
Ne ee a h......$4 00 $5.15 $5 15 
No. 652, Banner Globe, “gingle) Towa Pattera 10 

ce eruenea StS wih 5 per doz. 6 75 n°” ee 5 15 5 15 
No. 801, Brass King.. “* 8 25 MCD. 60+ ee $ $ $5 15 


No. 860, Single—Plain Pump 6 25 


BOBS, PLUMB. 


CAN OPENERS. 


See Openers. 
Carpenters’. 
i is ab 6e eee per doz. $1 15 CAPS, GUN. 
No. > “ 1 90 
” 3 85|See Ammunition. 
“2 435 





No. iT) 6 00 
No. N30, nickel lat'd “* 2 40 
Re Niganielaidld 390] CARPET STRETCHERS 
retchers. 
BOLTS. 
; CARRIERS. 
Carriage, Machine, etc Hay. 
Carriage, ix6 and sizes smaller. Diamond, Regular. . . .each, Nets| 
SENN. «.-cccssecctes, %| Diamond, Sling... ..: “ 
Carriage, sizeslarger an‘i longer . 
__ Saat 20&5% CARTRIDGES, 
Machine, {x4 and sizes smaller mee 
and shorter Sad ita aaaeigemald 40&10% |See Ammunition. 
Machine, sizes larger and long- 
er than ae etecnde 25&5% 
SD cuvesteunanehoukead’ 10% 
iis sick Saieccacgeainh sissies lon recall 40% 
Mortise, Door CASTERS. 
RN I i oo ia : 
nang .-. plated..... cere a 32 Standard—Ball Bearing...... .: 50&10% | 
Barrel. ON adie hea tae da od 55% 
Sey jebeemeteusteuns ee 
eeeeee “* |Common Plate 
Wrought, bronzed.. ceccececse @ 
Flush. a 15% 
a ate aes cccceccce Iron and porcelain wheels, new 
Spring. i04cddaenehesuneecudeed 50%! 
ee oseeee Philadelphia Plate, new list. . . .507%| 
Wrought, heavy.............. PE sr derccanecouneoannd 40% 
Square. 
 iccacauain coccccccce * | 
BORERS CATCHERS, GRASS. 
—. an No. 160S, per doz ............ $12 25 
iller’s Falls. ...... d 23 J ” 
Sill borers, No. 51, > en Gan. = = ane sateveveces 14 O01 
ee - 39 50 
Bung. Doz. 
10% | 


Enterprise Mfg. Co, 's No. m8... 


American Seal, 51b. cans, net $0 45) 
BOXES. ‘ “ 101b. cans, “* 90! 
Mail, No........ 2 10 7 ** 25 ib. cans, “ 1 87 
Per doz...... $18 00 23 “00 29 00 |Pecora, 5b. cans........ ” 45 
Mitre. — - 90 
Goodell-Pratt ............. 35-40% 25 lb. cans........ * 4 87] 
Stanley’s............. . Net Prices | 
BRACES, 
Fray's Genuine Spofford’s. meee CHAIN AND CHAINS. 
“3  Nepeeeesentty | nal 
Doubleslack...... doz, pairs, $8 50. 
Hey Ra BRACKETS. With CovertSnaps “ 5 80 
4 ck. With Slide. ...... ‘ 5 00) 
gnzelmann’s No. 1, per doz. $18 09| Without Slide.... 4 60 
wet, Heonabhgne teen netuanarr, 
Seto enn | NO 2: Ber GOs. 29 |Cable Coil Chains 
Shelf. IN wsinciecoriien 1 14 
Wrought Steel............... 40%! Ter 100 Ibs....... 775 750 750 


-10 


% 








CEMENT, FURNACE. 








| Picture Chains. 





Saw Filers. 


Wentworth's, No. 1, $12.50; No. 2, 


$18.25. No.3, $16.25 
CLAWS, TACK. 
Wood hdl. No. 10...... per doz. $0 95 
Forged steel,wood hdle. “ $1 75 
so ere ” 2 40 
OS ea 7 50 
CLEANERS, 
Drain. 
Iwan's Adjustable...........-. 40% 
Iwan's Stationary ........... 30% 
Pot. 
WM A wevcsctceseen per doz. $0 75 
Side-Walk 
Peilenneséadwon per doz., Net prices 
CLEAVERS. 
Family. 
Beatty’s,inch 7 8 10 
Per doz. .$2700 2900 33°00 pO 
CLEVISES. 
ee er 10c Ib 
CLIPPERS 
Ms ctevtcesatedecehas $2 25&6 00 
CLIPS 
Pi ccknessdvevensseneennnd 65&5% 
Damper. 
SI Scangunenend per doz. 70c 
EET EE “ 38c 
ED éacwNceusdsacenes : 50c 
CLOTH 
Emery 
Ee ere Jew Prices 
Mii cekksdecnwtenns ” ws 
Hardware Wire— Prices on 
Full rolls (100 ft.) application 
12 Mesh, galvanized... . 58 
= o ous ° 
16 oe 
1 ~ a] Lad e 


Screen Wire. Prices on application. 








Light Brass, 3 ft..... per doz. $1 25 
Heavy Brass,3ft.... 175 
Safety Chain. 

N65 654 44<dbeuieatweaies 5% 
Sash Chain. (Morton's) 
Steel, per 100 ft. 

Diiki xix eembesabekeneauieet $2 50 
ih Sree aie asin tera lend eae 3 10 
DntddeeGeteneneaseneaseudes 3 60 
Champion Metal 
Min awikaebinineeweveuiankc 5 40 
Nh Miedishenaciomae eaten. ae aedraiendes 5 60 
lista chin twa ence hwaireeaeaies 7 75 
Champion Metal.-Extra Heavy 
ii thnhwnievimdd aaaeedek 9 50 
Cable Sash Chains 
eee ee List Net Plus 15% 
CHALK, CARPENTERS’ 
0 a per gro., $1 50 
Se ” 1 50 
Se eee = 1 45 
Common White School 
RN aig teciae cates se 25¢ 
| CHARCOAL, 
| SN . inestakcetia 
CHECKS, DOOR 
SEE Ae asper pkepnre Net list 
| Corbin Licdeiieenstdenasaanes ‘ 
| CHIMNEY TOPS. 
Iwan’s Volcano.........+. occeee 0% 
CHISELS. 
| Box. 
2 See 12 14 
| Round, per doz....... ss 25 $75 
ee eee 725 825! 
Cold. 
| Good quality, } in. and 
tae kale an rib. 28 
| Smaller size, per doz........... Nets 
| Socket, Firmer. 
" Ohio. . Price on Application 
Socket, Freming. 
Pr Price on Applieation 


Tanged, Firmer.—Barton's. 
, ree Net list 
Choppers, See Cutters, Meat. 





CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
Dri List less 35-40% 


Yankee, for Yankee Screw 
Bc ctecccccoccvecess 
CHURNS. 
Anti- Bent Wood, 
RT $390 460 48 
| Belle, DOPE. «cccccccccseeed 65&74% 
Common Dash, 
is dtc nsvesacedes 5 7 
| Per dog......cseees 17 00 19 00 
CLAMPS. 
Adjustable. 
Martin’s...cccccces eccccccces 30% 
Carpenters’. 
Seoel Bar. . 2. cvccocccecesceece 10% 
Hose. 
Sherman's, brass, 4-in., nye, 48c 
Double, brass, j-in., 1 20 


per bag $1.70| 12 mesh, painted, per 100sq. ft... .... 





COLLARS, STOVE PIPE, 
Lacquered. 
Inches 5 6 7 
Fancy pattern, 
perdoz...... 80c 85c $115 
COMPASSES. 
I cn knctuadecsecesens --15% 
COPPER—See Metals. 
COPPERS—Soldering. 
3 Ib. and heavier......... per lb. 55¢ 
| EMER RERRERE TEI = 56c 
Mv eueteentesiseesnnes ~ 57c 
Dies etenseenonsenns een 58c 
B BBs c ccccccescsesces aah. os 6le 
CORD. 
Picture. 
White Wise. cccccccccccces 70&10% 
Sash. 
Sampson Spot. No. 7. per doz. $21.25 
Revenoc No. 7...... per doz. $14.40 
CORKSCREWS, 
Walker's. -. 0... sseeeee eens IO% 
Williamson's Regular......... 19 


35&1 
Williamson's Forged Worm....... 40% 


COTTERS, SPRING, 
CO ee 80% 
COUPLINGS, HOSE. 

Pi isccaesesnncens perdoz. $2 25 


COVERS, WAGON—See Tents. 








CRADLES, GRAIN. 


Morgan's Grapevine . .per doz. $45 00 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe. Wood Pails. . HANGERS. 
: ’ Frazer's, 15tb.$1.00; 25 tb. $1.50 each | Barn Door. 
Koneeupan meee Terme, Hub Lightning, 15 tb. 90c; 25 Ib.| U.S. Rolled Bearing.......... 123% 
Pinch or Wedge Point...... per lb. 8c! size, Des. $1.21 each. CN dened adanenuadeull 123% 
CUTTERS MMs duibcetatincataanaeeenaae $ 3 60/Tin Cans. Warehouse Tandem, No. 44. . .334% 
Glass. 3-inch Sn ee ee 4 32/Prazer’s Conductor P. 
MI 5 dca dinate eactination 40% 4-inch a alend'd abaiedittsiaes ona Je... 1 0 ee $1 75| Iwan's Perfection. ............ 50% 
Meat. AIEEE pre epee aera 15 00 3 tb. per OR eee 3 25 
Enterprise—Nos. 5 EERE 18 00 Eave Trough. 
Each $2 50 $4. 25 $3. 75 Subject to 60% discount. Imperial. ......+00+seeeees Net list 
e Nos. 22 ~ GRINDSTONES. WO i keaebascwnandee List plus 5% 
Pipe. EMERY, TURKISH. Fomily. Garage Door. 
Saunders’, No. 1 2 3 5-Ib Inches.. 7 8 10 12 I oii cic anual 50&10% 
tt iexssvsned $185 275 675\5, plus. dkegs. kegs.| Per doz..20 50 21 75 26 25 3050] Sliding Folding............... 50% 
Slew ond Kreut. os Per dos. intercon miata 15c 8c 7he |Zoose. Ee re ee 50% 
4-knife Kraut.......... 55 i Somes Parlor Door. 
3-knife Kraut, 8x27 in.. 13 00-18 00 re Price on application pom oor —r 
sam — AAS Ee : = EYES. Mounted. : - setae - setae gore at, : 
2-knife Slaw.......... P . . ves’ Improved...... 
"ian aetna 11 00|Bright Wire Screw—See Ooods, B. W.| Ball Bearing..... 1 2 3 | 1 iss Standard..... “ «3.50 
rrr 60, 10&5%| Each........... $475 500 5 25 cali Shoes iladias ie 310 
DAMPERS, STOVE PIPE. ——~ ame a P Le Roy Noiseless.......... 40&10% 
rass, 14’ No. 60..per gross, $3 50 — NS kira ca eed Rane 25% 
Iron “ “ 50.. 1 60 GUN waoe. Ps nasavxsanwessasd 40&10% 
(See Ammunition). 
FASTENERS, STORM SASH. _-- 
Or per doz. $1 50 GUNS. Hinge, Wrought... .. Add 507% to list. 
: oo : p With Staples—-See Staples. 
ED. a acwaaciuileneias 3 00) Iver Johnson Champion Single nareaiin 
Barrel Shot Guns...... Net Prices . 
DIES AND STOCKS. FILES AND RASPS Deuble Barcel, Hammeriess. “ I ac cneneunenbehendle 50% 
OE. cca nciaeeedaake New List | Delta Cast Claw....... per doz. $1 S0@1 85 
ee ee Cast Shingling = 1 50@1 85 
DIGGERS. | RSE List plus 25% HAFTS, AWL. na caacid et nsinneat 74% 
Post Hole. oye Brad. 
ae m nen ee net. c ———t HAY KNIVES. 
eee r doz. ‘ ° EM ccccexewed Z. ‘ . 
ouegs Split Handle my e —— = 508217; Peg See Knives. 
4-ft. Handle..... doz.. Pi itninicanenonxeu’ ° 
0 neens i i Sane: 50&2}%| Patent, plaintop..... “ 80 MAY RACK BRACEBTS 
Twan's sessliiibions 2 16 00 ; Patent, leather top... “ 90 |Wenzleman’s No.1 per doz. sets, $18 00 
Iwan’s Hercules pattern “ 16 15 Black Diamond............ 40% . ’ Wenzle "s No. 2 em re 1d 19 20 
See also Augers—Post Hole. Se 50&24 % | Sewing. enzieman Ss NO. 
Dividers, Wing........0.seee. 25% Se RG isis inns cede 50&2}%| Common............ sit 24 HINGES. 
Kearney & Foot...........50%23%| Patent........cc00- - 55 | Blind. ‘ . 
DOOR CHECKS—See Checks. RS: 50&2}% aera s Gravity P — 
IN an a wa ip ahaida dig 40% O. Besessereeee ene sets, 
DOORS, SCREEN. J. Barton Smith...........50&24% HAMMERS, HANDLED. Seéndeseceie - © $8 
j-in. 4-panel, painted......Net Prices X-F Swiss Pattern... .List plus 10% per doz., net’ Gate. 
1}-in. 4- a painted. .. weenie Blacksmiths, Hand, No. 0, 36 02. $11 11| Clark’s......... 1 2 3 
ates antelepeeen ine, Simonds’.......+.++++s0+s+0++0 50%| Engineers’, No. 1, 26 02........ 11 11| Hgs&Ltch, doz. $5 50 700 9 75 
Disston’s........+.0ee+ee00- 50&24%| Farriers’, Noe 6,7 0Z.......-.. 7 23| Hinges only “* 475 550 800 
DOOR HANGERS—See Hangers. | Heller’s..................4. 60&10%| Machinists’, No. 1,7 0z........ 6 65| Latches only. 190 190 
DRILLS. FORKS. Nail. Screen Door, 
agi ; : Barley. Vanadium, No. 41}, 16 oz., Pr iiccckcecscwed gross $10 00 
Blacksmiths’ Twist. (New List). on .40% Steel, ee New Prices per RR oo os is ba $12 00 ES eee ” 7 00 
Breast. ay. V. & B.,No. 114, 16 0z. per doz. 10 00 Sori 
IN cuca cn vRancusen i i ‘ ong. 
Miler le No, 2...ach 846 go] 28RE ooo ele en ee 
= ee CEE CE ET Oe New prices |Tinner's Riveting, No. 1, 8 0z., ~ 7 1 Risa ane. « ee oas% 
Hand Nc. aurea sdioiia New prices INS 5 ona aivd wanna 8 00 Ideal Detachabie.. - per gro. ae 
. : . RS Sccwniten deausawkiel 
a NG ccna ia ewe New prices | Shoe, Steel, No. 1,13 0z. perdoz. 6 88 | I apap: per gz0 7. 0 
Nos. 01 03 i . ; Tack. rer 020+2e20% 
PN awa taint aaacuin ew prices , 
Per doz. 12 00 14 40 4“ New ee Magnetic. Wrought Iron. 
Goodell’s Single Gear, per doz. 15 75] “0 tttttttttttstttts a in tnnannstecsaeiidn | ig eee 
Goodell-Pratt No. 44 per dos. Manure Light Strap Hinges............ 15% 
EE Ne aicsncai'e wach eee ee ...New prices ye PP 2585 % 
Goodell-Pratt No. 379 per dos * Ligh INGES.....- ee eeeee 70 
AR Rie 35-40% FREEZERS—ICE CREAM. HAMMERS, HEAVY. peavy 7 — a sseseecers 57% 
Reciprocating White Mountain 1I-quart....@ Heavy Hammers and Sledges. atra Heavy 1 Singes........ 257% 
Goodell’s.......... per doz. 26 00} {, ‘i ; = * - gh | Vader Sts. ..............+.- 59% | Screw Hook and Strap. 
= sé Sie ar a3 OU Se GE c.dcivcceenes 50&10% 60 12ie....... per 100 tbs. $7 75 
RIED. 4:0:000:9:49:0 1 “* ....@ 94 |Masons’, 5606. 20de....5.0% ss 7 50 
DRIVERS, SCREW. to aeeeeweeee 2 i. :7:-@ EH] Single and Double Face........ 50% | 22to36in....... “ 725 
ec SC ipiaseae vain) a * oe ee 
eee . HANDLES. Screw Hook and Eye. 
(SEE er re “ GAUGES. Auger. Pin... .....eeee ger doz. pair $2 60 
Champion Pattern............ ** \Cream Pail. Common Assorted....per doz. $0 75| #in..........+. 7 3 50 
Clark's Interchangeable........ " Fairmount.......... per doz. $3 75| Pratt's Adjustable, Nos. 1 & 2, Pin... reccccece - : 5 00 
Ene “« |Marking, Mortise, etc............ NOMI 6 cccticru yx Srecie pais 6 00 
Reed's Lightning.............. HF oeseceecesisncsnsccesesnseses Nets} Ives’ Adjustable. .... perset, 1 35 
Goodell’s Spiral............... “« |Wire ae fer he oe cae oe ae 30% HOES 
Yankee Ratchet.............. ee PE he<.ccckasnanerennnawe 25% Gesfen Net 
“és —. sa matin Chisel. | Garden ...cccee ceunensene i“ 
. Hickory, Tanged, Firmer, Assorted, Grub. ' 
EAVES. TROUGH Rs 5-6 dhe can daeegae 35@40% 55c; Large, 85c per doz. Se eit eee New prices 
5 . ase Hickory, Socket Firmer, Assorted, Hazel... cccccces per doz. New prices 
60% off Standard List. Bulk. ¥ 70c; Large size, 80c per doz. Ladies’ and Boys’....... New prices 
I ccesinereeeed — ere 40%| Mortar.............++. New prices 
ELBOWS—Stove Pipe. TE a eS ee eer es 40%| Planter’s Eye........... New prices 
“oe ee “ — 32c | File, assorted, 30c; Large, 35c per doz. Me bsriseses cocccesee NeW prices 
1-piece Corrugated, Uniform. Liquid 
Doz. z Hammer. HOLLOW WARE—See Ware. 
. A ee F 
i sxatacedasieevedanment $1 40 = . _ 40% Adze Eye...... per doz. 40 to$1 00 
| SRR RARE 05; 1 50 re 3749| Blacksmiths’... 45e@1 00 HOOKS. 
Ma 6. chstetesdeccsivansctee BE Sr SOeetenteecensseaeeg o OO SPP en ‘. 
es er cs ceacedaxi — 50C@I 09! Awning. No. 60.......pergro. 50% 
List “Cc” 25 % Hay and Manure Ss aia nn aaa 25% 
Uniform, Color Adjustable Cee ecereresececesece () Belt. 
Doz. GREASE, AXLE. Screw Driver. SE cite ankenweaeamaus 70&5% 
a aa i ia ale $1 35 Wood Boxes. Ee pee = 6C J ONES e+. se eeereeeseeescece 65&5% 
6-inch WETTTCC TLC CTT TT Cr 1 45 eee ere per gro. $13 00 PR ancwammnon soe ' 96! Bench. 
Picrctwienedececensewees - 180 Hub Lightning............ 7 50' Shovel and Spade.........-++000+ 25% See Stops, Bench. 








January 11, 1919. 


AMERICAN ARTISAN AND HARDWARE . RECORD 


43 





_ 
Box. 
Jach.....- 5 7 10 12 
Per doz...$2 50 2 75'3 28S 385 
Bush. 
Common Axe Handle, per doz.$22 00 
Chain. 
Inch.. 3&5 a 
Pr 100 $7 60-8 10 9 75 11 50 12 60 
Clothes Line. 
Japanned......-. per doz.48c @1 40 
Galvanized....... ” 75c@2 50 
Coat and Hat. 
Common Wire. ...per gro. 1 25-1 65 
Conductor. 
Iwan’s Tinned Sickle.......... 10% 
Corn. 
Common, riveted, painted 
OS EE oe per doz. Nets 
Little Giant......... ” ee 
See Goods, Bright Wire. 
Grass. 
Common Nos. 1 3 5 7 
Per doz...$4 50 350 375 325 
Hammock. 
With plate.......... per doz. 1 10 
With screw.......... = 1 00 
Lambrequin, or Drapery, per gro. . .30c 
DID, . 0068s ssousees 50% @50:10% 
Potato and Manure.......++++++: Net: 
Screw. 
Dh. cccadetenteekeneeneen es 70% 
(See Goods, Bright Wire.) 
Seat SPINE. cc ccccscccees per Ib. 54c 
HOSE, GARDEN. 
Coupled, 
per ft. 
Velvet, 3 ply-?” guar. press. l4c 
Eclipse i ™ - 17}c 
Diamond i - - 2lc 


COTTON COV. RUBBER HOSE. 
High Grade Apache 1” guar. press. 


HUSKERS. 
Boss. 
EPs ed eee ee * E 
IL «aca dco wttaaieneaiaiel New Nets 
Ss ishainee per doz. New Nets 


IRON, PIG. 


See Metals.—First column. 


IRONS. 

Curling. 

A per doz. $4 40 

ah aii abs fai tys ks sh ata abla " 50 

RE era - 58 

SS See Ma: 1 25 

ert ” 1 25 
PN hacia kw ee mans - 1 00 
Plane. 

Wood Bench....... Add 10% to list 
Sad. 

ee tr doz. $11 00 


Common, polished, per 100 ths. 7 75 


No. 70 Asbestos iow ea ee $1 50 net 
No. 100 . 1 75 net 
Common, nickel plated. ear ate tk 8 25 
Mrs. Pott's, 
No. 50 |. Enterprise, per set, Nets 
No. 55 
No. 50 cry a7 ad 
No. 55 T La) ct) a7 
; 4 ee per Ib sie 
Tailors’ Goose......... = ” 
Ideal. 
6 th. Household............. $3 50 
9 th. Dressmakers’.......... 4 25 
14 Ib. Tailors’ Goose......... 5 50 
Tuyere. 


Single Duck Nest. 


nae doz. $5 25 
Double Duck Nest. 6 25 


Gas ccecuaaaws each 5 60 
JACKS. 
ee 30&10% 

Wagon. 
Richard” | eee per doz. ms 50 
SG hicndsdwaketeanuatan 
Oliver, 











a . LINING, STOVE. NAIL PULLERS. 
R _* ste eeeeeeees PPR BP oc ccccsssicccces per crate, 42c | 5 Pullers. 

PM kctcsnceindneenenrenarn 40%, NAIL SETS. 

Tiger eee eer esresresescessccsesess 40 () MACHINES. See Sets. 

KETTLES Boring. anew —. NETTING, POULTRY. 
& uge : ° 

prose i ina aii hl ti added a aaa oak $e Angular... .per doz. $3 00 Galvanized before weaving, . . -40&10% 

— — yeedeessedneneese ey $3| Upright... “ 2 60 400 |Galvanized after weaving.........40% 

DG ivcdnanapeewewseen we 10% | Leather Riveting. 

. NIPPERS. 

Pn nkevinwencetteeenenseeen 50% Chicago, Pomeroy.. ..per doz. $9 00 | End Cutting. 

SR ” 2 00| Stubb's Pattern, Inches. 5 6 

Beet Topping. KNIVES. Handy.. ceeerecesece “ 200) Per dowem....ccccccccs $465 675 
Clyde, 9-in. Scimiter Blade, dz. $3 85| Little Giant......... 3 00| nd and Diagonal Cutting. 

"BRR RyER 3 40| Pony, Pomeroy...... 7 20 aco 
Butcher. Per doz Swedish Side. Inches. - § 6 
Handles, 6” bla pk ekenened | Re 
andles es ide ravens * 4 MAIL BOXES. er dozen $4 50 575 
Beechwood handles, a blade. 4 50 |See Boxes. Hoof. 
25 PT tovccnauudibenned 40&10% 
Cooper's Hoop. ....+++-0+eeeee0e 15% — Wes cuséecedessonseate S5&5% 
Corn. Carpenters’. 
: N \ 
Clpper ot eeeeccecees per doz. $1 3 Fibre Head, No. 2,perdoz. $16 50| 770, memes 
BSSTOM S.. 2 ce ecccese “ o 7 
SRR o 3 00 No. 3 La tidoz. $9 50 
Ld it) pe 
Woodford... ........ “ 225 No. 4 28 50! Diamond........... oS 

— Round Hickory..... * $3 00- 5 00 
— . ite.. “ 6 25-10 50 
Standard. ....... (New List)...15%| Square aan... ° 3506 o NUTS, HOT PRESSED, 

ha iehanphacenn ee e - “he Square Tapped 
9 ° - 2 tz.. 8 00-12 00 . 
Barton’s Carpenters’. ......... 15% ignumvi $1.05 off per 100 ths. 
Hay. Tinners’. Hexagon Tapped. 
Iwan's Solid Socket...... doz.$13 00| Hickory............ - 2 25| 85c off per 100 Ibs. 
re 7 3 00 
Iwan’s, Sickle Edge... .. - Be 
Iwan’s, Impv'd Serrated. ** 15 75 MATS. OILERS 
Door. Chase Pattern. 

Hedge. National Rigid......... 50&10&5%| Brassand Copper.......... 25-10% 
Challenge........... per doz $6 00] Acme Steel Flexible. .........-50%| Zine... ccccccccccccccccccccce 35% 
be visewccews 37 eae Engineers’. 

5 . Bev c6seeted 

Mincing. Pe Datkeeesinedans per gro Nets PO per doz. $7 00@ 9 00 
Commgn, Single. .... Oe Bek Riddescctnawnse a - c z 
comes = a: ens ss , ° No. 1 Asbestos Toasters, or tes noeoeees per doz. $0 85 
Streeter, 4- ina : 

Strester, 6-biade..... oe 2 00 wire-covered Stove Mats, 
— " with handle....... perdoz. 1 10 Box. OPENERS. 

Putty. No. 2 Asbestos Toasters, with See Box Chisels 
Common...... per doz. $0 75@1 50 TING... ceccceces per doz 60! Can. 

Lander’s...... 1 75@2 50 Delmonico.......... per doz. $1 30 

Scraping. MATTOCKS — RE ee 65 
Beech Handle........ 90@1 1 i 
”aeiaatad el blake S FBS SEPA, cc cccesccccecccesccccss 25%| V+ & Buwweseveeceee 7 25-11 00 

. KNOBS MAULS. OUTFITS, COBBLING 

Doors. I . Ik 10 13 i i 

Oe per doz. $2 10 "her doz paibiads Prices on Sealant Combination. ......+.. per dos.$16 00 
Porcelain. .......... 2 2 20 | Wood Face, Ibs. . 10 12 14 |Meonomy.....++.seees : 8 50 
Sa eee 2 20 Per doz....... Priees on Application i idtvctecesnseees ¢ 14 50 
Wood Choppers’. 
LADDERS. 
emmen Lone. Lake Super'r & Oregon Pat. 40&5% - PAILS. 7 
PG cana nekeueseudeses 17c@23 veam. 
Basia c@23e MEASURES. 14-at, , without gauge,per doz. $9 50 
, -qt *" ‘11 00 
ee eee 22 to 28 ee sipstchenistchteber bh: ne 20-qt., “ " . Be 
Sed NMRA GOB. e eer ev en enel 
Sap. 
ee 3c MILL 7 . 
ommen, with Shelf, add 10c. i S, COFFEE 161% io IC Tin....... per doz. + b+ 
Lert Qa I 6 is. a apaleaw sauteed apes. 
ee | eee Serre 50&5% 
SC scdacudetheensecss piaccccsssecwcoenecseas 40-10% | Stock. 
Galv'd. qts. 14 16 18 20 
LANTERNS. MITRE BOXES. Per doz...$975 1075 1275 1450 
Bull's Eye P olice. $13 See Boxes. Water. 
3-in. Flash Light...per doz. $13 00 Galvanized, qts.. 10 12 14 
LEADERS, CATTLE. MOPS. Per doz......... 75 650 7 25 
— Lipa 5 52 |Cotton. Star (Cut Ends). Wood 
cs viebincinduad $1 35 145] Pounds 12 15 18° 24-302.) 4 
Per doz. $4 50 $ 65 675° 900 | [Caples s-Hoop-...-... ee ~~ 
LEATHER, LACE. $0% Cedar, 3-Hoop, brass. . a Nets 
om (etadkenedeeseuscasesnnens "0 MOWERS, LAWN. pane 
i : \. 
Ex. a . ft. $0 45 |Gadiator—B. B. _— 
x Qua aty — OSS aa 16 18 20 Dripping seeeeeeereees ereeee eee .Net 

; LEATHERS, PUMP. a, | Bath. ---ee sees. $6 50 7 25 8 00)p,,. 

Valve and Pianget. ..+.++++++++ 10% | King Universal—B. B. CN sss sccvacevedesiaveve Nets 

LIFTERS. Se $s 2s 5 75 6 G0 Piskeseees 900600000060000 4 

Stove Cover. Inches....... 16 : 

Genmeeed.....< per gro. $3 25@5 50| Big Giant..... "$3" 50 3°90 425 ee 
PR ew aan enke 8 00 ‘axton, 
Aladin Ee: a 10 00 NAILS. Mte«es 8 2 3 4 
T : oe Se aaa Oa Nets 
» | Transom, 0)” See Prices on Application} Neverburn...........seeeeees - 
NR 6 ce dicinvncin.csss'ssn ces coxsacs ail “ 
5 Savory No. 200..... per doz. $8 40 
LINES Wire. 

Chalk. . . Small Lots. . . . Prices on Application PAPER 
ge in 20-ft. agate » ie aaa Building. 
pS os. 4 ement Coated, ' 
i "wisted 45 §6. re Application] mall Lots. ...Prices on Application tat “acaba "i 100 Ibs $23, 

rae akiks ae 2 3 4 | Horseshoe, Tarred Felt. ... oe & sas 
eee \ Applicat Red Rosin, 20-Ib..... epee roll 72c 
Braided i ‘“ sab 7 pplication Sen peateseeee osesated wet Red Rosin. 25. ‘Ib... “ $1708 
x Jos nopesvcaee 2 3 Pe shoot -hiegidearanceed ase iin 3a ¢ ed osin 30- a aie ia 08 
Per G0S......0% ‘Prices on Applic: ation} Put dais steprnpaigionsiner i: Gg 
Sasoatss <2 eS ERR TEESE 308549 | Sand and Emery 

Clothes. : No. I, per ream, best grade.... $6 00 
NG TN seo asain ou per doz. $0 95 —— = No. 1, perream, cheaper grade. 5 40 
ee - 40 EE ie caieeele esate 25% , 
2h. Com,....... “ Cs cc céioucanesanaseeen 5% Wrapping. 
50-ft. Braided Cotton “ PPR cs ncbiedesienn List plus 15%! Express..........0+++ 100 Ibs. Nets 
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PARERS, 

Apple. 
ye per doz. $10 80 
ee sa 11 40 
White Mountain.... “ 8 40 
Reading, No.78.... “* il 40 

Potato. 

Goodsell’s Saratoga, 103 in., dz. 6 50 
Goodsell’s Saratoga, 5 in., dz. 5 50 
PICKS. 
ee ORs 6 6.6660 k 6 se cceees 224% 
Drifting and Poll Picks......... 224% 
Plumbs, Railroad.............. 223% 
DD ak scedeewencensaeneren 223% 
PINCERS. 

Carpenters’, cast steel. 
Inches.... 6 x 10 12 
Per doz...$3 75 475 625 7 00 
| SEE Tee ee 45% 
Re ee re epee ee ee 40% 
PINS. | 
Clothes. 
Common....per box of 5 gro. $0 95 
Picket 
Fluted, 15-in........ per doz. $1 10 
Fluted, 2l-in........ ™ 1 60 
0 a ee ” 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


PE NN wisi ac aceinconn 45&5% off 
Nested solid 50% off 


L. C. L. to Dealers:— 
Terms 60 days; 2% Cash 10 days. 


Factory shipments generally delivered. 


Stove. Per 100 

Joints 

29-Gauge, S-inch....scceeeee $15 50 

QR icccccvesese 16 50 

= B4GGR. cicccccecce 47 70 

= ere 18 75 

fx FERERs ccccccevese 21 20 
-Joint, Made-up 

Pe ctacosceckwor per 100 $31 00 


Furnace Pipe. 
Double Wall Pipe and Fittings 30% 


Single Wall Pipe, Round Pipe 
0 ae err 30% 
Galvan’d and Black Iron Pipe 
CL sc ceseeseeuseeces 20% 
PLANES. 
Stanley Iron Bench.............-- net 
PLATES, TIN. 
See Metals in Column 1. 


PLIERS. 
Giant, Button’s—Nets 


Cutting. 





PIT, cicceccctenaen New Prices 

Deliiestuscsessksescenes New Prices 

PNR. 5 wnnssesencees New Prices 
Fencing. 

OS ere All Nets 

Farmers’ Choice: ......... All Nets 

i iivtkiariestaweenen All Nets 
Flat and Round Nose, 

Ps 6cdaneceeuses New Prices 

cade cckoddawiniue New Prices 

PR bcedesssaesenn New Prices 
Gas—Inches 7 8 10 12 14 


Per doz. 5 00 5 50 7 00 8 00 1000 














Nl | 
| Tinners’. PUNCHES. — SAWS. 
eee Vet list Contactors. E. C. Atkins & Co. Prices on applic’n 
: eer per doz. $3 00 
i takcdduqncasdwiawNA each, 10c SS per tb. 25 | Buck. 
Disston’s .........-.++0. New nets 
PLUMBS AND LEVELS Saddlers’. FOURIONS 6 ccs ccccccecce NOW ROts 
Common...... per doz. 1 50 to 5 00! Butchers’. 
RE ere ey Nets E. C. Atkins & Co. Prices on applic’n 
| EE ere romnee 40% PUTTY. _ | Seabee New nets 
gg rer ; Circular. 
Davis’ Inclinometer............. 15%| Strictly pure.....per 100 tbs. $4 25| E. C. Atkins& Co. Prices on applic'n 
Disston’s RiGhasw nes New nets 
POKERS. STOVE. RAIL. Hiles et eeeeeeees . New nets 
’ See en I seins cinidinr koe ak dee New nets 
| Wr't Steel, str'tor bent per doz. $0 75! Matchless, I-in........2++++++ Sc | Compass. 
Nickel Plated, coilhanl’s “* 110) Matchless, I}-in.......scccceee 7c| E. C. Atkins & Co. Prices on applic'n 
SN DIR sn cwencnoneedeeeons Common............-..- yew nets 
POLISH. RE ENE eee: New nets 
Burneshine. Sliding Door. Cross-Cut. 
al Bronzed wrought iron...perft. 8ic| E. C. Atkins & Co. Prices on appli 
ry pint... ......eeee eee doz $1 10 pata paiement Nee ee 
A-pint. .- eee eee eee eee 1 50 RAKES IN apts actei aia cae New nets 
PE ¢ens es eee caeen 2 60 Garden. Per doz. | Dehorning. 
PO haceskawcanewen _ 5 00/ Steel, Bow, 12-inch Teeth.... $8 50) Disston’s............... New nets 
EE, ckkeniemanedeadi et on 9 00| Steel, Bow, 14-inch. 9 25 
ee “45 99| Mallleable Iron, 12-in. ** 475|Hack. | 
oS See ee or ee : Malleable Iron, 14-in. ** 5 00| Disston’s............... New nets 
Simonds’, Box Lots...... New nets 
Metal. Hay. Bs chen enbaeenanke oe New nets 
Wizard, a per gross $17 40| Wood, 10 Teeth............. $4 00 | Hand and Rip. 
BE ocean “4 19 20 E. C. Atkins & Co. Prices on ponte’ n 
eee in 36 00 Lawn. poe s a 7 pines bas ne w nets 
eee ** doz. 540 30 TOR. -coceeeees per dos. $5 50 ‘D100, ws he we _ a i nets 
“ = “ue 9 60 RASPS—See Files. PE veviewixeaee ew nets 
i is wate a 15 60 Keyhole. 
—_ RAZORS—SAFETY. ED iv cccvvesvcees New nets 
: ee per doz.$45 00| Miter Box. 
Black Eagle Paste, 1-tb. cans, _—.. errr : 45 00; E. C. Atkins & Co. Prices on applic’n 
IE, oo cniacinn'ccneas $30 00 — “ an i teeeee C . bo Narrow Band. 
Black Eagle Paste, 5-tb. cans, or Ready y... ” = ae 8 40| _ Simonds’ ........++++++5 New nets 
a Oe e er ere 4 90| Ever Ready (3 doz. lots) ** 8 00| Panel. 
Black Jack Paste, #10, 8 oz., 2 oe me Co. Prices on pede 
IR vecnnassinancees 11 40 RAZOR STROPS. ——— == : 
Black Eagle Liquid, 6 oz., Star (Honing) .........-+.++++-- 50%| Disston’s..............- New nets 
Ne cig cca eaeat 13 20 2 Rift. 
REGISTERS. ED .ctcu cieimamcean New nets 
FIRE POTS. sogeace. Bronzed & Plated..... '% | Wood. 
. : d Brass or Bronze Metal. . Net E. C. Atkins & Co. Prices on appl 
Clayton & Lambert’s,"each $4 00@6 00 i . caceaw sewed waka sian 10%| CGommon............ a 
PEP. nc ccccssveeneed each, 6 25| Baseboard.........-..++++.+-+. 0% Clover leaf... 21.2 222°°° New nets 
sevessndesecas 75 
Se ee REGISTER FACES. SAW BUCKS—See Bucks. 
Japanned, Bronzed and Plated. = 
POWDER. een been - SAW SETS—See Sets 
WD UO PGREG ccc cceccecesesecd 
See Ammunition. OO ae 30% SAW TOOLS—See Tools. 
REVOLVERS. SAW FRAMES. 
PRESSES, FRUIT AND JELLY. Iver Johnson Safety Automatic Common, plain...... one: doz. . 50 
Enterprise Manufacturing Co....25% H = Sale e et New Nets} Commun painted. 2 10 
ERO 
I. J. Model 1900........... ” . 
PRIMERS. J. Mode i SCALES. 
See Amunition. Bull RINGS AND RINGERS. ic 5: dba mane 40&10% 
Ee. 2}-in. 3-in. ™ ee 
PRUNERS. od ene PEO $275 $3 25 SCISSORS 
: ’ Rea's Improved Self- Star 60% 
Disston’s Pole........ per doz. $18 00 Piercing copper, doz. : a, , <sueeee See een eee en See "- 
Water's Improved..... “? 60%| Steel, per doz......... 50 1 80 
Hoe. n eal are SCOOPS. 
PULLERS. air’s Rings........ per cos ¢ } bu. “‘Hercules’’....per doz. 3 70 
Cork. we ay sereees a 1 l-bu. “Hercules”... .. 5 00 
Di isriveteseannaad $3 10} Brown’s Ringers. .... = 1 00 
EET oy 1 40 on Ss on ee ec oeee = 1 ° Bo SCRAPERS. 
Quick and Easy....... = ee wilh “ ee - 
; Major Rings. ..... : = = a 1 os Triangular, No. 6....per doz $6 25 
Nail. Wolverine Rings..... Ps 1 65 | Cabinet. 
oe OT per doz. 14 50 Wolverine Ringers. . . 110) Cast Stecl, Nos... 2§x5 3x5 34x6 
Never-Slip.......... * 17 00) Fruit Jar. Por Gos... ...+.. eae ia te 
Ds écosnsineoned gor h..... 30c | Road. 
Cube f...... 5 3 
PULLEYS. Key : With =a ea. $7" 00 650 6 20 
: Split, round. ........ per doz. $0 17 
Ce ee 10%| Split, square......... ” 32 — ‘ — 
— ° Ball, round.......... ” 40 SCREEN DOOR HINGES. 
OME. ceccccees SSS RRSREN 10% RIVETS. Cast DI. ara dicuu wipes gross, $13 00 
Hay Fork. Copper Belt. ...... Add 15% to list DU. «con esecosoncers aad 
: opper SA 
Iron Wheel, 5-in.....perdoz. 250) ‘Tinners’....................0 30% SCREWS. 
Wood Wheel, 6-in. << 2 65 | Hame.......... eke per lb. $0 i7 Bench. 
Wood Wheel, 6-in., pass knot, Slotted Clinch...... per doz. 60c@1 10! Iron, ins. | 1k 1} 1} 
iaveeanne ccocees eae, 3 6D Tubular. $9 75 1150 13 75 21 50 
a Nex and amore sins 90, | gatos mani vendor 4. 
* Teapaecamatenacpapesaetee doz. 75¢| Fand Rail 2219, 
EOL eT Net| Nos. 1 ont 2 assorted sizes, 10 tpl stale rian eat 30-5%, 
Common-Sense, 2-in. .......... Net; im box..........-.--.-. doz. 1 40) Tae or Coach—all sizes, gimiet 
Empire Pattern, 2-in........... Net RIVET SETS. Pointed. ....+....seseeeeees 40% 
DL bs ivewiarenideenaseemens Net| See Sets. ROPE Saw—Centennial 
BE thcnsastadeumaneen oaceeenel , Nos..........- 1 2 . 
ere — , oe Per doz........ 47c SSc 75c 90c 
in. Com. 0” reels.per arket 
PUMPS. f: 5-16 in. Com. incoils. “ Price | Wood. 
Pitcher Spout Sisal. 4 a nary tthedesaaas a | 
Mbeceeégecsece “ 
Nos... 2 2 38 4 Gay noone Bh UME, ss cccsccca 624-10%, 
Each . ee i me » 4 :. ~— ‘ipods tare + 424-10-5% 
uality, base....... tb. 33 “4 ~~) **> poem 71-106, 
Spray. Hetty ee eee per, sole R. H. Nickel Plated....... 574-10% 
Midget Junior....... per doz. 3 75 RULES. SCYTHES. 
New Misty ..... — = 6 00| Hickory Board...............0. 20% | Clipper, grass......... per doz. $13 50 
Crescent ....... a as ota cececdenesoenehemdes 20% Honest Dutchman...- “. 13 75 
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Nail. SETS 

Square h : 

Cup oaiet. ad.. 

knurled... + per. doz 
ee : $1 2s Sted end Ive SQUARES. 
S aed pawuseanudl per doz a a blaine, $3.00 Net 

. oni ee eeeeeee . $210 aebaaahalengs g, $3.00 pe s new list TAPES 

* near nlite eee - 25% PY eg tt t doz., n Asses’ S » MEASU 

Disston’s N ern.. 0|Tr Md Bei tte et.)  Lufki kin... RING 

ietens . flonarch -+.per doz P and On eacangee gwen | aflein’ ‘Stel 
Leach’s 5a... .« doz. $6 50 Wa, at aiesreitor Nets Lufkin’ eSteel ss. .List N 

Nash's H cating eptaee “ 7 20 interbottor or : 7 iano arihte : F . in’s ——- List aS wits: Ne t Stove Hol WARE 

ol aren sapanioe “ ” =. m’S..... cL oe] TERROR list plus 20% Plain or Ware ° 
oti Iman’'s L St Avion “ 3 pot a 10% , siieinaiiaadine! 10% Gro or Ungro - 
ne X-Cut aw 4 > Comm QUEEZERS, LE “ Lt Case. MOMETERS ‘ Pent we ue teens 

SHA anne » $30 Porcelain ee Decssearenn Wood Back. . -per doz. 80 Pracasces ed Waren 3 et 
. é OSS cod ,pargen. 9 70a *s . Scotch Bowles Co 
oe. \IRPENERS, SKAT, “a malleable "aa ti. oO $2'00@ 12 00 -lesmantnamaane an ‘anne + gle 
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Allen & Co., Inc.. L. B...2.000. coor 49 
American Sheet & Tin Plate Co...... 53 
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XXth Century Heat. & Vent.Co.... 9 
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CLASSIFIED INDEX 


Accessories—Automobile. 


Rock Island Mfg. Co., 
Rock Island, Ill. 


Bale Ties. 


American Steel & Wire Co., 


Chicago, Ill. 


Brakes—Cornice. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Brass and Cropper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ceiling—Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, 
Milwaukee Corrugating Co., 
Milwaukee, 
Whitaker-Glessner Co., 
Wheeling, 


Ill. 
Wis. 


W. Va. 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Cleaners— Hand. 


Nickel Plate Stove Polish Co., 


Chicago, Ill. 


Clips—Damper. 


Stover Mfg. & Engine Co., 
Freeport, Iil. 


Coppers—Soldering Gas. 
Allen Co., Inc., L. B., Chicago, Il. 


Cornices. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dampers. 


Stover Mfg. & Engine Co., 
Freeport, Il. 


Dynamite. 


Hercules Powder Co., 
Wilmington, Del. 


Elbows and Shoes—Conductor. 


Dieckman, Ferdinand, 
Cincinnati, Ohio. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa. 


Enamel—lIron. 


Nickel Plate Stove Polish Co., 


Chicago, Ill. 





Enamelware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Explosives. 


Hercules Powder Co., 
Wilmington, Del. 


Fence Gates. 


American Steel & Wire Co., 


Chicago, Ill. 


Fes. 
Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Flux—Aluminum. 


Roesch, Geo. E., Aurora, Ill. 


Flux—Soldering. 
Allen Co., Inc., L. B., Chicago, Ill. 


Furnaces—Soldering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, New Jersey. 


Burgess Soldering Furnace Co., 
Columbus, Ohio. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Hammers. 


Atkins & Co., E. C., 
Indianapolis, Ind. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 


Berger Bros. Co., 
Philadelphia, Pa. 


Heaters—School Room. 


Globe Stove & Range Co., 
Kokomo, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, 


Monroe Fdry. & Furnace Co., 
Monroe, Mich. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Standard School Heater Co., 
Chicago, Ill. 


Mo. 


Heaters—Warm Air. 


Globe Stove & Range Co., 
Kokomo, Ind. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Henry-Miller Foundry Co., 
Cleveland, Ohio. 


Hess-Snyder Co., Massillon, Ohio. 


Mahoning Foundry Co., 
Youngstown, 


Monitor Stove Co., 
Cincinnati, Ohio. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Schill Bros. Co., Crestline, Ohio. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Standard School Heater Co., 
Chicago, 


Thatcher Furnace Co., 
Chicago—New York. 


Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 


XXth Century Heating & Venti- 
lating Co., Akron, Ohio. 


Ohio. 


In. 


Holders—Flagpole. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Horse Shoes. 


American Steel & Wire Co., 


Chicago, Ill. 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, IIL 


Clark-Smith Hdw. Co., Peoria, Il}, 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chicago, Il}. 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machinery—Culvert. 


Bertsch & Co., 
Cambridge City, Ind. 


Mathines—OCrimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Machines—Razor Blade. 
Hyfielad Mfg. Co., New York, N. Y¥. 


Machines—Sheet Metal. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 


Meat and Food Choppers. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, II). 
Miters. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Naile—Wire. 
American Steel & Wire Co., 
Chicago, Ilb. . 
Nut Crackers. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Ornamente—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, 


Patterns—Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio. 


Cope-Swift Co., Inc., 
Detroit, Mich. 


Quincy Pattern Co., Quincy, Ill. 





Vedder Pattern Wks., Troy, N. Y- 
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Pipe and Fittings—Furnace. 


> -Miller Fdry. Co., 
canted Cleveland, Ohio 


Michigan Safety Furnace Pipe 


Co., Detroit, Mich 
Standard Furnace & Supply Co.. 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo. 
Michigan Safety Furnace Pipe 

Co., Detroit, Mich 


Sullivan-Geiger Co., 
Indianapolis, Ind 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Pipe—Conductor. 


Berger Bros., Co., 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Ill. 
Dieckman, Ferdinand, 

Cincinnati, Ohio. 


Friedley-Voshardt Co., 


Chicago, Ill. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 
Whitaker-Glessner Co., 

Wheeling, W. Va 


Polish—Metal. 
Nicke! Plate Stove Polish Co., 


Chicago, Ill. 


Polish—Stove. 
Nickel Plate Stove Polish Co., 


Chicago, IIl. 


Posts—Steel Fence. 
American Steel & Wire Co., 


Chicago, Iil. 


Powder. 
Hercules Powder Co., 
Wilmington, Del. 


Presses—Lard. 


Mfg. Co. of Pa. 


Enterprise ' 
Philadelphia, Pa. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Ranges—Combination Gas & Coal. 
Globe Stove & Range Co., 


Kokomo, Ind. 


Ranges—Electric. 
Stove & Range Co., 
Kokomo, Ind. 


Globe 


Rasps. 
Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Registers—Cash. 
Cash Register Co., 
Dayton, Ohio. 


Nat'l 


Registers—Warm Air. 
Henry-Miller Foundry Co., 
Cleveland, Ohio. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Repairs—Stove and Furnace. 
Omaha Stove Repair Works, 


Omaha, Neb. 





Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y¥ 


Roofing—Iron and Steel. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Burton Co., W. J., Detroit, Mich. 
Philadelphia, Pa. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


[Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Milwaukee. 

Whitaker-Glessner Co., 
Wheeling, Ww. Va 


Wis. 


Rules. 
Lufkin Rule Co., ° Saginaw, Mich. 


Saws. 


Atkins & Co., E. C., 
Indianapolis, Ind. 


Schools— 
Sheet Metal Pattern Drafting. 
National School of Sheet Meta! 
Pattern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Sheets—Black and Galvanized. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Inland Steel Co., Chicago, Ill. 
Whitaker-Glessner Co., 


Wheeling, W. Va. 
Sheets—Vismera. 
Inland Steel Co., Chicago, Ill. 
Skylights. 

Burton Co., W. J., Detroit, Mich. 
Snips—Tinsmiths’. 
Niagara Machine & Tool Works, 

Buffalo, N. Y. 
Solder. 
Allen Co., Inc., L. B., 
Chicago, III. 
Solder—Aluminum. 
Roesch, Geo. E., Aurora, Ill 


Soldering Iron—Self-Heating. 
Allen Co., Inc., L. B., Chicago, Ill. 


Soldering Supplies. 
Allen Co., Ine., L. 





B., Chicago, Ill.- 


Specialties—Hardware. 


Atkins & Co., E. C., 
Indianapolis, Ind 


Delta File Wks., Philadelphia, Pa. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Heller Bros. Co., Newark, N. J. 
Hyfield Mfg. Co., New York, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 


Rock Island Mfg. Co., 
Rock Island, IIl. 


Stover Mfg. & Engine Co., 


Freeport, Ill. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 
Statuary. 
Friediey-Voshardt Co., 
Chicago, Ill. 
Sticks—Soldering. 


Allen Co., Inc., L. B., Chicago, Il. 


Stoves and Ranges. 


Globe Stove & Range Co., 

Kokomo, Ind. 
Schill Bros. Co., Crestline, Ohio. 
Thatcher Furnace Co., 


Chicago-New York. 


Stove Pipe Reducer. 
Sullivan-Geiger Co., 


Indianapolis, Ind. 


Stuffers—Sausage. 


Mfg. Co. of I 


Enterprise *a., 
Philadelphia, Pa 


Tacks, Staples, Spikes. 
American Steel & Wire Co., 


Chicago, Ill. 


Tapes. 
Lufkin Rule Co., Saginaw, Mich. 


Tiles and Shingles—Metal. 
Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 

Philadelphia, Pa. 
Milwaukee Corrugating Co., 

Milwaukee, 
Whitaker-Glessner Co., 
Wheeling, W. Va 


Wis. 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Tinplate. 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Whitaker-Glessner Co., 
Wheeling, W. Va 
Tools—Carpenters’. 
Atkins & Co., E. C., 
Indianapolis, Ind. 
Lufkin Rule Co., Saginaw, Mich. 
Vaughan & Bushnell Mfg. Co, 
Chicago, Ill. 


Tools—Sheet Metal. 
Bertsch & Co. 





Cambridge City, Ind. 

Dreis & Krump Mfg. Co., 
Chicago, Ill. 

& Tool Works, 
Buffalo, N. Y. 


Niagara Machine 


Tools—Tinsmiths’. 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 


Chicago, Il. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 

Vaughan & Bushnell Mfg. Co. 
Chicago, Tl 


Torches. 


Inc., L. B., 
Chicago, Ill 


Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
olumbus, Ohio. 
Clayton & Lambert Mfg. C 
Detroit, 


Allen Co., 


0., 
Mich. 


Troughs—Eaves. 


Berger Bros. Co., 
Philadelphia, Pa 


Burton Co., W. J., Detroit, Mich. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Whitaker-Glessner Co., 
Wheeling, W. Va 
Ventilators. 


Berger Bros. Co., 
Philadelphia, Pa 
Friedley-Voshardt Co., 
Chicago, 
Standard Ventilator Co., 
Lewisburg, Pa. 


Ill 


Vises. 
Rock Island Mfg. Co., 
Rock Island, Il 


Waterers—Stock. 


Island Mfg. Co., 
Rock Island, 


tock 
Ill 





§ ADVERTISING is 
to-day the mightiest 
factor in the business 
world. It is an evolu- 
lution of modern indus- 
trial competition. It is 
a business builder, with 
a potency that goes be- 
yond human desire. It 
is something more than 
a “drummer” knocking 
at the door of the 
consumer — something 
more than mere sales- 
manship-on-paper. It 
is a positive, creative 
force in business. It 
builds factories, sky- 
scrapers and railroads. 
It makes two blades of 
grass grow in the busi- 
ness world where only 
one grew before. It 
multiplies human wants 
and intensifies human 
desires. It furnishes ex- 
cuse to timorous and 
hesitating ones for 
possessing the things 
which under former 
conditions they could 
easily get along without. 


{ Better begin ‘to ad- 
vertise at once. Every 
day of waiting is a day 
wasted. 
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For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOU7 
CHARGE. Employers wishing to se- 
cure employes, parties desiring to 
purchase or sell business, secure part- 
ners or to exchange, etc., will find 
that these pages offer excellent op- 
portunities to satisfy their wants. 
Clerks and tinsmiths looking for sit- 
uations will find it to their advantage 
to use these columns. Those who 
respond to these announcements 
please mention that they ‘“‘READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 








BUSINESS CHANCES 








For Sale—Moistair furnace agency and 
tin shop in prospective oil country and 
college town. A. M. Fairfield, St. Marys, 
Kansas. 26-3t 


For Sale—24 ft. Warren store shelving 
including one wall case for tools and bins 
and boxes; also four 13 ft. over head 
ladders. Address C. A. Kuist, Highland 
Park, Illinois. 26-3t 


Wanted—Parts for Fords—If you man- 
ufacture parts to be sold to the jobbing 
trade and want them placed in Texas, 
Oklahoma, Arkansas and Louisiana by 
reliable salesman, write to Paul B. Green, 
Manufacturers’ Agent, Southland Hotel, 
Dallas, Texas. 2-2t 











For Sale—An up-to-date sheet metal, 
and furnace business; full equipment of 
machines and tools, including brake and 
eave trough former. Established trade 
of 45 years. Will bear close investiga- 
tion. Good reason for selling. Chas. A. 
Fitch, Millersburg, Ohio. 25-3t 


Wanted—A hardware stock that will in- 
voice between $6,000 and $8,000 in town 
of 2,500 or larger, in good dairy section 
in southern Wisconsin on some main rail- 
road line. Send particulars. Address 
W-14, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Boulevard, Chicago, a, 





“vo 





For Sale—Owing to death of owner I 
offer for sale on easy terms, tin shop 
and plumbing business. Deceased had 
more work than he could do. Right man 
could use help and have plenty to do. 
Large territory and only shop within 
four.ceen to twenty miles. Good town of 
700. Good schools and churches. W. A. 
Schwartz, Louisburg, Kansas. 1-3t 


For Sale—Hardware—$23,00@ stock. One 
of the finest in the state of Iowa. A real 
Iowa gold mine, in a 4,000 county seat 
town. Owner retiring. Might exchange 
for central Iowa farm, eighty or one hun- 
dred and sixty acres. Address A-16, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 2-3t 


For Sale—Established retail hardware 
business in a progressive city of northern 
Illinois. Clean stock; invoice about $15,- 
000. Business good for $40,000 to $45,000 
annually. Owner has other interests that 
requires undivided attention. Address 
A-17, care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Boulevard, Chicago, Illinois. 2-3t 


For Sale—Good chance to buy a book 
that will prove of much value to pat- 
tern cutters. If you want to be real 
efficient you should know Triangula- 
tion as Applied to Pattern Cutting. 
This book, Triangulation, is a complete 
treatise on the subject and contains 
practical solutions of problems of fre- 
quent occurrence in sheet metal shops. 
Triangulation has 272 pages and is il- 
lustrated with 124 engravings in lines 
and half-tone, including many repro- 
ductions of photographs of sheet metal 
models made expressly for this work. 
Price is $2.50. Order yours today. Ask 
for complete list of books and patterns 
that are of great value to sheet metal 
workers. All books sent prepaid. No 
books exchanged. Address Daniel 











Stern, 620 South Michigan Boulevard, 
Chicago, Tllinois. - 





Wanted— All around tinsmith and 
plumber at Emerson, Nebraska. Address 
correspondence to Carhart Lumber Com- 
pany, Wayne, Nebraska, giving full par- 
ticulars and wages expected. 26-3t 





Wanted at Once—A first-class radiator 
man. Steady job to right man. One who 
would like to learn the sheet metal trade. 
Answer at once stating wages desired. J. 
8. Barnett, 312 Front Street, Dodge City, 
Kansas. - 

Wanted at Once—All around = sheet 


metal worker and plumber, one who can 
also do hot, steam and hot water heat- 





ing. Steady employment for the right 
man. Married man preferred. Luther E. 
Alkire, Hoopeston, Illinois. 1-5t 








SITUATION WANTED 








Situation Wanted—by an all around 
hardware shop man. Have had 15 years’ 
experience. Write to Room 323 Y. M. C. 
A., North Avenue and Larrabee, Chicago, 
Illinois. 26-3t 


Situation Wanted—By a first-class 
sheet metal worker and blow pipe man. 
Can cut patterns. Strictly reliable. Ad- 
dress A-15, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Boulevard, Chicago, Illinois. 1-3t 








Situation Wanted—As_ salesman _ in 
hardware where merit and industry will 
gain promotion. Have successfully man- 
aged retail hardware for three years. Am 
32 years of age and am married. Only 
those willing to pay for services rendered 
need reply. Address O. E. E., 823 North 
Jefferson Avenue, Mason City, Iowa. 2-3t 





Situation Wanted—Anyone not having 
a regular mechanic and needing the serv- 
ices of a first-class plumber and fitter 
for a short length of time, or who should 
have work that would require the serv- 
ices of an expert mechanic would find 
it to their advantage to communicate 
with the writer of this advertisement. I 
am weli equipped with tools to do light 
and heavy work. Address Wm. C. Fisher. 
Dunlap, Iowa. 26-3t 


Situation wanted by a first-class tin 
and sheet metal worker. Thoroughly un- 
derstands all about shaving pipes and 
dust collecting systems, in fact any place 
where there is dust created. Also under- 
stand laying out such systems. Have had 
about fifteen years’ experience on the 
road with this class of work. South or 
Southwest preferred. Would not object 





to California. Please address A-16, 
care of AMERICAN ARTISAN AND 


HARDWARE RECORD, 620 South Mich- 














igan Boulevard, Chicago, Illinois. 1-3t 
TINNERS’ TOOLS 
For Sale—Set of tinners’ tools, Ma- 


chines and stakes in good condition and 
cheap at $175.00; also set of plumbers’ 
tools at $85.00. If you need good tools at 
a low price you cannot afford to miss this 
opportunity. Address Post Office Box 273, 
Hermann, Missouri. 1-3t 


For Sale—One ash croft die stock with 
4%”, 4%”, 1” and 1%” block dies and pipe 
guides; one Barnes 3 wheel pipe cutter; 
one hand power wiring machine with 
standard; one small hand power setting 
down machine with standard; one large 
hand power’ setting down machine with 
extra attachments: one hand power 20” 
groover with standard; one set hand 
power 20” pipe rolls; four extra stand- 
ards; one small raising hammer; one 
large raising hammer; one 32” solid man- 
drel stake; one double seaming stake; one 
round head stake with 4” head. C. R. 
Oberholtzer, 509 West Maumee Street, 
Angola, Indiana. 26-ufn 


Wanted—tTinsmiths and sheet metal 
workers to get acquainted with two of 
the best books ever written for them. 
You don’t like to read dry stuff that is 
uninteresting and hard to understand. 
That’s where these books shine. They 
tell you what you want to know and in 
a style you like. They give you all 
the “Kinks” of the trade. Volume 1 
has 119 pages and about 100 illustra- 
tions. Vol 2 has 120 pages and 114 il- 
lustrations, and has _ special articles 
on repairing automobiles and erecting 
metal ceilings. These books are small 
and easily fit in your pocket. The 
“Kinks” books are durably bound in 
cloth and sell for $1.00 each. All books 
postage prepaid. No books exchanged. 
Address Daniel Stern, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 














For Sale--To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 
book are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bri the result 
desired. 170 pages. Cloth $2.00, stage 
prepaid. Address Daniel Stern, 620 South 
Michigan Boulevard, Chicago, Illinois. 





Wanted — Heating and Ventilating 
Engineers to read a book written es- 
pecially for them by James D. Hoff- 
man, M. Hand Book for Heating and 
Ventilating Engineers. This is a well 
arranged book covering all classification 
of Ventilation, Humidity and Heat Losses. 
Furnace Heating, Hot Water and 
Steam Heating, Plenum Warm Air 
Heating, Mechanical Vacuum Heating, 
District Hot Water and Steam Heating, 
Electrical Heating, Temperature Con- 
trol. Size is 4%x6% in. 320 pages. 
Price, $3.50. With AMERICAN ARTISAN 
one year (52 issues), $4.75. One of the 
best books written covering this sub- 
ject. All books sent prepaid. No books 
exchanged. Daniel Stern, 620 South 
Blichigan Boulevard, Chicago, Illinois. 





Wanted—Warm Air Heater Installers 
to read Progressive Furnace Heating. 
A practical manual of designing, es- 
timating and installing modern sys- 
tems for heating and ventilating build- 
ings with warm air. Profusely illus- 
trated. The whole range of the subject 
is concisely and fully covered. There is 
nothing highly technical in this book, 
no methods not easily comprehended 
and applied. Size, 6x9 inches, 280 
pages, 189 illustrations. By Alfred G. 
King. Price, $2.50. With AMERICAN 
ARTISAN one year (52 issues), $3.85. 
Get a copy of this book now. Read it 
in your spare time and learn more 
about your important business. All 
books sent prepaid. No books ex- 
changed. Daniel Stern, 620 South 
Michigan Boulevard, Chicago, Illinois. 





Make Your Business Pay by reading 
the book of that title. This book is a 
thorough treatise on the subject, writ- 
ten by one who has been in personal 
contact with contractors and business 
men throughout the country. It is a 
complete business guide written in 
plain language with information based 
on actual methods. This book con- 
tains 175 pages, is bound in cloth and 
measures 6x9 inches. Price, $2.00. With 
AMERICAN ARTISAN one year (52 is- 
sues), $3.35. A valuable book for any 
business man. Learn the methods used 
by the most successful men and apply 
them to your business. Now more 
than ever before business methods that 
are sound and sure should replace the 
haphazard. All books sent prepaid. 
No books exchanged. Address Daniel 
Stern, 620 South Michigan Boulevard, 
Chicago, Illinois. 





Tinsmiths who care to learn more 
about their trade should read Mensura- 
tion by William Neubecker. This book 
has been written to aid you in cutting 
down the amount of time required to 
compute the sizes and materials need- 
ed for different capacities, etc. Every 
class of work is fully covered and di- 
agrams are used to show the applica- 
tion of the rules and methods in each 
case. MENSURATION is a book that 
should be in your shop. It contains 
128 pages, 115 diagrams, is cloth 
bound and measures 5%x8__ inches. 
Price, $1.00. With AMERICAN ARTISAN 
for one year (52 issues), $2.60. Send 
for your copy today. Read Mensura- 
tion in your spare time and become 
more efficient in your work. All books 
sent prepaid. No books exchanged. 
Address Daniel Stern, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 





TINSMITHS—Make yourself more effi- 
cient and increase your earning capacity 
by pees a copy of KITTREDGE’ 
NE METAL WORKER PATTERN 
BOOK; used by masters, foremen and 
cutters. It contains solutions of the in- 
dividual pattern problems in every de- 
partment of sheet metal work, giving the 
complete methods of laying out all forms 
of work. It is an ideal text book for 
either home study or the class room, for 
it takes up every detail from the selec- 
tion of the tools, throughout linear and 
geometrical drawing, to development 0 
difficult problems by triangulation. No. 
previous knowledge of drawing or mathe- 
matics igs necessary. 438 ana: 744 illus- 
trations. 10x13 inches. Cloth; price $6.0 
postage prepaid. Send for your copy to- 
day to DANIEL STERN, 620 South Mich- 
{gan Boulevard, Chicago, Illinois. 








